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Orinda Branch 


Sirs: While on a South American 
inspection trip I picked up the June issue 
of Burroughs Clearing House. I read with 
great interest the article about the new 
Orinda, California, branch of the American 
Trust Company. My hat is off to the bank 
for doing a swell job of ““Customer Appeal 
in Bank Design.” 

I have been connected with bank design 
for years and have advocated, many times 
to little avail, the getting away*from the 
old, staid type of bank. “Build to the 
locality you are serving” is my motto. 
To see such designs as that represented in 
this new branch and to read that it has 
met every expectation is encouraging. 

AARON G. ALEXANDER, Architect, 

20 Exchange Place, 
New York 5, New York 
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Regulation W 


Srrs: I am in thorough accord with 
Carl N. Flora, vice-president, First Wis- 
consin National Bank, Milwaukee, that 
caution should be exercised by the public 
and financial institutions in guarding 
against unsound consumer credit terms, 
both as to down payments and extension 
of time, with the end of restrictions on 
November 1. 

It will be in the best interests of the 
people, the financial institutions, and the 
economy in general, to keep installment 
credit on a sound basis, maintaining sub- 
stantial down payments, and reasonable 
extension of time for repayment. 

I have an abiding faith in the wisdom 
and common sense of the American people, 
and have no great concern that they will 
not be able to handle their affairs prudently 
under the new and more flexible terms. 

A. G. Ropp, Vice-president, 

Industrial National Bank-Detroit, 
Detroit, Michigan 
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: DETROIT 
Safe ‘eiimalebs umes 


Strs: You may care to mention the 
address, “The Value of an Informed 
Management and Personnel in Safe Deposit 
Operations,” made by our president, John 
A. Elbe, vice-president and cashier, The 
Lincoln Savings Bank of Brooklyn, at our 
1947 Safe Deposit Convention. We have 
extra copies of the address available for 
distribution. 

James A. McBarn, Secretary, 

New York State Safe 
Deposit Association, 
18 Pine Street, New York 5, New York 
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Big Question 


Sirs: I was interested in your write-up 
of the Saturday closing situation. That 
seems to be a bigger question in the minds 
of a lot of bankers around the country 
than almost any other. 

SwAYNE P. GoopENOUGH, 

Vice-president, 
Lincoln Rochester Trust Company, 
Rochester, New York 


Smrs: Your timely article on the five- 
day week in your July issue is of consider- 
able interest to us. 

CoLwELu Beatty, 

Hinsdale Federal Savings & 
Loan Association, 
Hinsdale, Illinois 


e 7 


Money Next Door 


Srrs: Knowing of your interest in the 
unusual treatment of banking services, I 
am enclosing a photograph of our building 
showing one of our outdoor advertising 
boards. 

In this case the bank has employed the 
point-of-purchase display that is proving 


An effective, point-of-purchase advertising board 
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very effective in many lines of retail busi- 
ness. The large arrow practically demands 
a glance at the bank building and acts as a 
constant reminder of the convenience of 
the bank location. 

Our bank is located on Main Street, just 
east of Day, the streets that form the 
crossroads of the “Oranges.” There are 
no similar signs near-by to compete for the 
attention of the heavy traffic that passes 
the bank. 

M. Raymonp RItey, President, 

Orange First National Bank, 
Orange, New Jersey 
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LARGEST FINANCIAL INSTITUTION IN THE NATION’S CAPITAL 


I herewith send you my draft for 


£ 850 upon my agent, Liverpool 
which please sell and place to my 


Dated at “Great Salt Lake City’, August 9th, 1864, the letter 
of BRIGHAM YOUNG, great Mormon leader, addressed to 


“Riggs & Co., Bankers’, opened with the above statement. 


In simple language, Mr. Young was “making a deposit’, and 
his letter for that purpose enclosing the English draft traveled 
at least part of the distance from the Territory of Utah by 
stagecoach. 


This year, the State of Utah is observing the centennial of 
the founding of Salt Lake City by Brigham Young and his 
staunch band of followers. The Riggs National Bank, which 
has numbered among its depositors many fine citizens of 
Utah, is glad to extend felicitations to that State. 


Our facilities, long and favorably known in the District of 
Columbia, are perpetually at the disposal of the citizens of 
any and all of the 48 States when their paths bring them to 
the Nation’s Capital for temporary or protracted periods. 


RIGGS 


NATIONAL 
BANK 


WASHINGTON, D.C. * FOUNDED 1836 





RESOURCES OVER $300,000,000 


COMPLETE BANKING AND TRUST SERVICE 
EIGHT CONVENIENT LOCATIONS 


Member — Federal Deposit Insurance Corporation 


Member — Federal Reserve System 





WE ARE ESPECIALLY WELL EQUIPPED TO HANDLE ACCOUNTS 
OF BANK CORRESPONDENTS AND NATIONAL CORPORATIONS 
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IN THE TREND OF BANKING 

















Reproduction of original Mormon caravan 





Prominent among present-day banking leaders* 


Banking has played an important role in the colorful 100-year history of Utah 


Utah’s Centennial 


Attention of the banking fraternity dur- 
ing July was turned toward Utah and the 
centennial celebration of that Mormon- 
founded state. The story of banking’s 
development in Utah takes an important 
part in the colorful history of the state’s 
first 100 years. 

On July 22 the auto-powered reproduc- 
tion of the original Mormon caravan pic- 
tured above arrived in Salt Lake City. 
It had come from Navoo, Illinois, following 
exactly the route that Brigham Young and 
his 140-odd followers traveled 100 years 
ago. 

At the time of his arrival in the setting 
which is now Salt Lake City, Brigham 
Young carried about $50 in his pocket, the 
only money in the group which fostered the 
prosperous area of today. There was no 
need for banks, or money, in Utah then. 
Trading was carried on through exchange 
of goods. 

But gradually, during the next year, gold 
coin and gold dust began to find its way 
into the valley, generating a modest need 
for money management. Late in the 
second year of the settlement plans for 
gold coinage were made and the first dies 
were cast. The first coin was a $10 piece 
in which were cast the words, “‘Holiness of 
the Lord.” 

Early currency. Shortly after the first 
local coins were struck, a currency plan 
was established and bills were authorized 
by edict of the Mormon Saints. The first 
currency was handwritten and was in 
denominations of from 50¢ to $5. It bore 
the signatures of four church officials and 
the private seal of the Twelve Mormon 
Apostles. As the bills were completed they 
were paid out to depositors of gold dust 
and were freely circulated. The currency 
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was backed up by an 80 per cent reserve of 
gold, gold dust and coins, with the balance 
in anticipated church receipts. 

Even with coins and currency circulat- 
ing, by far the majority of business was 
accomplished by exchanging goods and 
services. As trade grew, merchants found 
their “funds” growing cumbersome and 
commenced issuing due bills in payment for 
their locally-raised merchandise and em- 
ployees’ services. These due bills were an 
important medium in early exchange. 

First banks. A search of the records of 
the territorial press of 1866 fails to disclose 
any legislation on money or banking, 
though banks had been established to man- 
age and control the various coins and cur- 
rency. An advertisement in the news- 
paper of February, 1860, quotes H. L. 
Southworth offering “interest paid on 
deposits at our bank,” and in 1864 the 
press carried advertisements of a sizable 
crop of banking establishments. There are 
references to such companies as Clerk & 
Company, Gold Dust, Coin Exchange; 
Wells Fargo & Company; Theodore F. 
Tracy, Esp. Agent; and Hussey, Dohler & 
Company. 


*First row, left to right: James W. Collins, 
president, Tracy-Collins Trust Company; 
George Albert Smith, president, Church of 
Jesus Christ of Latter-Day-Saints, who is 
president of the Utah State National Bank 
and Zion’s Savings Bank and Trust Com- 
pany; John M. Wallace, president, Walker 
Bank and Trust Company. Back row, left 
toright: Wendell M. Smoot, vice-president, 
Utah State National Bank; Orval W. Adams, 
executive vice-president,’ Utah State Na- 
tional Bank, and past president, American 
Bankers Association; Charles F. Price, vice- 
president, and George S. Murphy, vice- 
president and cashier, Continental National 
Bank and Trust Company. 


The early banks operated without 
restriction until 1888 when the territorial 
legislature passed an act outlining general 
provisions for banking. Legislation per- 
tained to capital requirements and other 
fundamental regulations and in 1901 legis- 
lation was passed limiting loans to any 
one individual or firm to “15 per cent of a 
bank’s combined capital and _ surplus 
accounts.” In 1903 the Governor ap- 
pointed the first bank examiner and the 
Secretary of State became the acting bank 
commissioner. 

Largely due to the sound financial man- 
agement of bankers whose descendants 
carry on in the modern Salt Lake City, the 
town which Brigham Young laid out with 
its wide streets and ten-acre blocks has 
become a center of Western commerce and 
trade, hub of three railroads, four airlines 
and four main highways. It is one of the 
cleanest and healthiest cities in the United 
States. 

The banks in Salt Lake City now number 
11 with leaders who are known through- 
out the country as conservative but 
progressive bankers. 


¢ « e 


A. B. A. Convention Program 


Among the speakers announced for the 
forthcoming A. B. A. convention in Atlantic 
City are Winthrop W. Aldrich, chairman of 
the board of The Chase National Bank, 
New York; Chester C. Davis, president, 
Federal Reserve Bank of St. Louis; Dr. 
Marcus Nadler, professor of finance, New 
York University; Beardsley Ruml, chair- 
man of the board, R. H. Macy & Com- 
pany, New York; and A. L. M. Wiggins, 
undersecretary of the Treasury. 

Also scheduled to address convention 
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meetings are H. Earl Cook, member of the 
board of directors, Federal Deposit Insur- 
ance Corporation; Arthur A. Hood, editor, 
American Lumberman and Building Prod- 
ucts Merchandiser, Chicago; Joseph Stagg 
Lawrence, vice-president, Empire Trust 
Company, New York City; and R. D. 
Mathias, president, Old National Bank at 
Evansville, Indiana. 

There will be a reception and tea ten- 
dered by the New York Clearing House 
Association late Sunday afternoon, Septem- 
ber 28, and a concert on Sunday evening 
by The Philadelphia Orchestra with 
Eugene Ormandy conducting. 

On Tuesday evening there will be a 
program of songs by James Melton, tenor 
of the Metropolitan Opera Association. 
This will be followed by a showing of a 
new color picture entitled “The New 
America,” produced by the editors of Life 
magazine. 

The convention will close at noon on 
Wednesday, October 1, with the inaugura- 
tion of new officers. 


¢ + + 


Bank-Sponsored 
Farming Competition 


The Lapeer Savings Bank at Lapeer, 
Michigan, is playing an increasingly im- 
portant part in the lives of young farm 
people of its area. Under the direction of 
Frank H. Coward, cashier, the bank is now 
in the midst of a successful, four-year-old 
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Third from left is F. H. Coward, cashier, Lapeer (Michigan) Savings Bank 


Farm youth contest stimulates improved agricultural practices 


program, carried on in co-operation with 
the 4-H Club, which furnishes the incentive 
of competition for young farmers in prac- 
ticing progressive farming methods. 

In its program, which reaches its high 
point in the fall of each year with a contest 
among the young food producers, the bank 
has enlisted the co-sponsorship of the 
local farm co-operative association, a farm 
implement dealer and two food processing 








Not to be confused with the famous 
baseball combination “Tinker to Evers 
to Chance,” our heading this month 
deals with the more academic subject 
of handwriting. From the beautiful 
Spencerian hand of the eighties, and 
the very legible Palmer method intro- 
duced at the turn of the century, to 
the careless scrawl of today, represents 
a deterioration in penmanship which 
is countrywide. Truly we have become 
a “nation of scrawlers.” 


Nevertheless, people still have to 
read what is written and, despite the 
fact that printed and typed communi- 
cations make up the bulk of what they 
read, certain things such as signatures 
on bank checks must be written by 
hand and most of them defy the de- 
coders. The courteous businessman 
has his name typed below his signa- 
ture on the letters he writes and the 
courteous depositor has his name 
printed on the checks he signs. We 
applaud the practice. 





SPENCER TO PALMER TO SCRAWLER 



























Further, with the cooperation of sev- 
eral thousand banks, we are populariz- 
ing these courteous bank checks and 
their use is growing at an accelerated 
pace. In 1938 we handled one thousand 
orders, but this year we will go over 
a million so we are encouraged to 
believe that they have at last won 
national acceptance. Bankers from 
coast to coast are selling them to their 
customers, thereby taking the pain out 
of illegibility to say nothing of the 
money they save_or the people they 
please. 


What about your bank? Are you 
pains Personalized Checks? Can we 

elp you with our advertising? Is 
there anything at all we can do to 
stimulate the program? Remember, 
DeLuxe Personalized Checks are a lot 
cheaper now than they were back in 
1938. Everyone likes them and it’s fun 
to sell them. So, if you are not selling 
them in your bank, why not write us 
for some effective sales material? 








Manufacturing Plants at: 
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companies. Each of these sponsors now 
takes responsibility for promoting im- 
proved methods among contestants in 
raising one of the county’s major crops, 
potatoes, corn, beans or pickles. 

The competition is a spirited, summer- 
long affair. It begins each year with 
prospective participants filling out applica- 
tions. In return for acceptance of their 
applications and enough certified seed to 
plant their experimental plots of land, the 
contestants agree to follow approved 
procedures in raising their crops. Among 
the requisites for participation are agree- 
ments to keep accurate records of expenses 
and profits for examination by the sponsors 
and to enter samples of their crops in fall 
contests. 

During the growing season, each mem- 
ber’s plot is examined periodically by 
agricultural advisers who suggest improve- 
ments and warn against poor practices. 

Most of the contestants work on more 
than one project. In October all those 
who have completed their projects success- 
fully are guests of the sponsors at a banquet 
and produce exhibit. The produce is 
judged on a five-part basis: Twenty-five 
per cent rating on production practices, 
15 per cent on yield per acre, 10 per cent 
on profit from investment, 40 per cent on 
quality of exhibit, and 10 per cent on 
attendance and participation in 4-H 
activities. 

Valuable trophies are presented to the 
outstanding exhibitors of each of the four 
crops. Each winner’s name is engraved 
on the trophy which he wins and which 
he is allowed to keep until the next October. 
If a contestant wins a trophy during two 
successive years he becomes the permanent 
owner of the award. In addition to his 
year’s lease on the trophy, each winner 
receives an expense-paid trip to the inter- 
national livestock show in Chicago. 

“The program is enthusiastically received 
by the farm people in our area now,” Mr. 
Coward reports, “although we had some 
difficulty getting it under way. 

“It is my belief that a project of this 
kind not only promotes the long-range 
prosperity of a rural area but that it is 
also a means for the bank to come into 
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THIS BOOK SHOWS YOU HOW TO FIGURE 
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THIS ANALYSIS 
SENT ON REQUEST 
—WRITE TODAY 





COST OF A PENSION 


PLAN FOR YOUR BANK 


WHAT THIS 
BOOK CONTAINS 


How the use of 


pension plans has grown 


The use of profit-sharing 


retirement plans 


Pension practices where 


there is no formal plan 


Plans used by 


State Bankers Associations 


Discussion of the 
major provisions of 


bank pension plans 


ifeleltiielamelatel hZitwe}; 


226-different pension plans 


How to determine 


the cost of a pension plan 


How to use 


the ‘cost yardstick”’ 


Now available—an authoritative study of the 


PENSION PRACTICES OF 688 BANKS 


HIS new book, written by specialists, analyzes 

and summarizes pension plans now in use by 
banks for the benefit of their own personnel. It is 
based on a recent survey of all banks with deposits 
in excess of $22.5 million. 


The book discusses the major provisions of 226 
bank pension plans, and examines important, basic 
trends. It contains a detailed analysis of these plans in 
tabular form for quick reading and easy comparison. 
It gives you a “cost yardstick” that will enable you 


BANKERS TRUST COMPANY 


NEW YORK 


Member Federal Derosit Insurance Corporation 


to figure the cost of a pension plan for your bank. 


Bank officers considering a new pension plan, or 
revision of an existing plan, will find this book of 
great value. 


Copies are now being mailed to our correspondents. 
Officers and directors of other banks are invited to 
write for a copy—without obliga- 
tion. Address Pension Division, 
Bankers Trust Company, 16 
Wall Street, New York 15. 









closer relationship with its customers and 
potential customers.” 


* ° ° 


G. I. Secondary Market 


With many banks and savings and loan 
associations reaching their limits on G. I. 
home loans, the matter of a secondary 
market is becoming of increasing impor- 
tance just at the time the RFC has been 
eliminated from the picture. 

Experience of savings and loan associ- 
ations, as developed from a questionnaire 
sent to 22 associations which had sold 10 or 
more veterans loans, is cited in an article 
on “Secondary Market for G. I. Loans,” 


by Franklin Hardinge, Jr., vice-president, 
U. S. Savings and Loan League, which 
appeared in the July issue of Savings and 
Loan News. - 

In most instances, the sellers reported a 
premium received, with the most common 
rate being 1 per cent. In three-quarters 
of the block sales, the seller retained the 
servicing of the loan, and the most frequent 
allowance was one-half of 1 per cent. Pur- 
chasing institutions included insurance 
companies, banks, other associations, RFC 
Mortgage Co., a mortgage company, an 
investment company, and two retirement 
funds. 

Little selectivity. Purchasers in virtu- 
ally all instances bought a block of loans 








correspondents. 


Qur Roots Are in 
Georgia 


...and in the South. As this section develops, 
so does the Friendly Fulton, and so do our 


...If you do not already use our services, we 
invite you to join our group. 


The NATIONAL 
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(COMPLETE SERVICE AT 5 OFFICES IN METROPOLITAN AREA OF ATLANTA 





MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 

















a 


84 YEARS 


| 


OP PPP PPP LPL PPP PDP PLA 








In Central and South America 


Such long experience and direct branch connections are 
highly valuable to those who seek to develop business 
contacts in those countries. These branches are augmented 
by 9 offices in England, France, Portugal 
and Spain. More complete information 
about these extensive facilities may be 
obtained from the New York Agency. 


BANK OF LONDON & SOUTH AMERICA 


Limited 
HEAD OFFICE: London, England 
New York Agency: 34 Wall Street........~~- 
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without making any selection. No prefer- 
ences were.encountered as to new or used 
houses or, with one exception, as to the 
length of loan term. Purchasers expressed 
no interest in whether or not there had 
been a down payment, indicating that 
100 per cent loans are not barred. 

However, the respondents indicated that 
the large insurance companies, best cus- 
tomer to date for such loans, were tending 
to become less active as purchasers. Con- 
firming this, Mr. Hardinge cited results of 
a survey made of insurance companies as 
to their current attitude on G. I. loans. 

The company showing the largest volume 
of G. I. loans of those reporting indicated 
that it is not now paying a premium. 
Several other companies reported a similar 
policy, while still others reported a 1 per 
cent premium for Section 501 loans and a 
servicing fee of one-half of 1 per cent. It 
seemed to be the consensus of the 46 re- 
porting insurance companies that while 
they will purchase G. I. loans they do not 
feel these loans are worth a premium. 

A conclusion reached through the sur- 
vey is that a two-point program would 
have to be introduced if there is to be any 
major opening up of a secondary market 
for G. I. loans through the insurance com- 
panies. These two points were (1) an 
increase in the G. I. interest rate to at 
least 41% per cent and (2) the installation 
of a uniform system of appraisals on a 
national basis, similar to the FHA system. 

Other comment. Salability of G. I. 
loans was also covered by Sigurd R. Wen- 
din, president, Heber-Fuger-Wendin, In- 
corporated, of Detroit, in one of his lec- 
tures on financial policies at the Execu- 
tives’ Seminar of the National Savings and 
Loan League, held August 4-8 at Mercers- 
burg Academy, Mercersburg, Pennsyl- 
vania. Mr. Wendin’s comments on this 
subject were: 

*‘Whether you like it or not, the great 
majority of buying mortgagees prefer the 
FHA mortgage to the G. I. loan, and in 
your attempts to sell excessive G. I. loan 
positions many of you have failed to 
recognize this buyer prejudice and to make 
your loans according to buyer standards, 
or set the price accordingly. This is clearly 


| indicated by the fact that many mortgage 
| brokers are trying to force prospective 


buyers to accept combination deals involv- 


| ing FHA mortgages and G. I. loans. That 
| in itself is as strong an indication of market 


differentials as anyone can possibly find. 
Most buying mortgagees are sophisticated 
buyers and naturally wonder if those of 
you who wish to sell are not selling the least 


| attractive of your holdings, and conse- 


| desirable G. I. 





quently, to be realistic, if you expect to 
get much more than par for your less 
loans you are deluding 
yourselves. Furthermore, with yield dif- 
ferentials virtually non-existent, would not 
the prospective buyer prefer a fully insured 
loan to one partially guaranteed? 

“The easiest mortgage to sell is the 
owner-occupied single residence where the 
appraisal has been made on a reasonable 
basis, the loan is less than a 100 per cent 
loan and the owner has a good credit rating 
and a job with good prospects. Very few 
buyers of mortgages are willing to commit 
on a block basis and everyone should be 
reminded that insurance companies are 
not taking every loan offered. 

“A practical suggestion for those of you 
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who may be approaching limits is to con- 
sult with representatives of the large insur- 
ance companies whose appetite for home 
mortgages seems almost insatiable, and it 
might be well to get started on a modest 
even though unprofitable basis.in order to 
develop a relationship and. ‘know-how,’ 
even though your policy limits have not 
yet been reached.” 
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Friendly Greetings for 
New Bank Employees 


When a new employee joins the staff of 
The Real Estate Trust Company of Phila- 
















"FUT ER THERE" 
or The Retco Personnel Plan 


In which @ great many Adventages and & 
very few Rules are outlined for our Retcohorts 


oy 
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Departs from a formal style 


delphia, Pennsylvania, personal greetings 
and suggestions of bank officials are supple- 
mented by an outstanding booklet called 
Put ’Er There. 

The booklet’s appropriate but humorous 
cartoons, its casual wording and its choice 
of pertinent information for new staff 
members induces cover-to-cover reading. 

The booklet is done in two colors and 
has approximately 10 minutes’ reading in 
its eight pages. 

+ . * 


Employee Council 


A personnel relations innovation at the 
Second National Bank of Houston, Texas, 
involves the setting up of a representative 
seven-man Employee Council which offers 
staff members an opportunity “‘to get a 
suggestion or complaint over to manage- 
ment.” 

According to the Teller, staff publication, 
the plan is still in its rough stages but 
organization of the Council is under way. 
The personnel of the bank has been 
divided into six groups or districts, and a 
representative from each group is to be 
elected by popular vote. These six repre- 
sentatives, together with a chairman to 
be elected from the bank at large, will form 
the council. 

Each representative will bring to the 
council the suggestions given him by indi- 
viduals in his group. The council will 
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take up each problem, discuss it and investi- 
gate it for merit. 

A. M. Ball, personnel director, who acts 
as management’s representative, will take 
the suggestions up with the officers, get 
their answers, and report back to the 
council. The representatives will then 
report to the persons originating the 
suggestions. 

Suggestions may be sent in anonymously 
through a suggestion box, if an employee 
wishes. The same investigation procedure 
will be followed. 

The Teller each month plans to pick out 
several of the suggestions as examples, and 
give the whole story on them, illustrating 
how the plan works. 
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Firing a Broadside 


A limited edition of $1-a-copy booklets 
or a mailing piece to reach every home 
and business in the community—that was 
the choice The Greenwich Trust Company, 
Greenwich, Conn., had when its 60th birth- 
day arrived coincident with the completion 
of a large addition to its main office right 
on the heels of the opening of a branch 
office. A further complication was the 
fact that, having been completed bit by 
bit, the remodeled main office was no 
longer a novelty to the bank’s customers, 
so that the edge had been taken off of the 
customary “‘opening reception.” 

The bank decided to take the story of its 
enlarged ‘“‘banking plant” to the entire 
community by mail. The means was a 
broadside sheet 22 by 34 inches—the size 
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of a double page newspaper spread— 
folded down to size 8% by 11 to mail 
under a third class permit. The broadside 
was done in two colors and illustrated with 
detailed floor plans, pictures of the bank’s 
different buildings, and a series of hitherto 
unpublished photographs showing historic 


| scenes in Greenwich dating back fifty to 


sixty years. In addition, the broadside 
carried pictures of the bank’s officers and 
sixty-two staff employees, the names and 
business affiliations of directors, and a list 
of directors’ committees with their duties. 

With size, color, pictures and mass 
distribution, the bank literally blanketed 
the town in the week before its birthday, 
and by the end of the week, from comment 
received, knew that the broadside had 
done the job. 


New Bank Quarters 


Nearly seven pages of photos, editorial 


copy and congratulatory messages described 


and displayed the new State Savings Bank 
at Council Bluffs, Iowa, in the city’s local 
newspaper recently. 

The $7 million institution has incorpo- 
rated many features in its new quarter- 
million dollar building which are generally 


| seen in much larger banks. 


Illustrated in the above photo, the 
exterior of the stone building is set off by 
tall windows, framed in aluminum and 
equipped with venetian blinds and rust- 
colored drapes. One side of the building, 
along which the bank’s supervised parking 
lot is located, is partly done in glass brick. 
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Along the right-hand side of the main 
floor, as one enters the banking room, are 
10 teller spaces. They are constructed of 
walnut and faced with scale marble. The 
exchange bar for each space is in black 
marble, imported from Belgium. 

In the rear of the room is the marble- 
faced vault. Above the vault is the rear 
mezzanine floor which is used by the book- 
keeping department. To the right-rear 
of the building is the proof department. 
This department has its own vault and a 
“dumb-waiter” to the bookkeeping depart- 
ment. 

Six special booths to the left of the main 
vault provide privacy for safe deposit 
customers and next to these are two larger, 
semiprivate consultation rooms. Next to 
these is the officers’ section inclosed by a 
low bronze railing. 

The lighting system of the bank com- 
bines direct and indirect, cold cathode 
fluorescent and incandescent type lamps. 

A low vacuum radiation heating system 
has been installed for winter use. It is a 
dual unit, gas operated, with both hot air 
and steam facilities. During the summer 
the building is cooled by a 50-ton air 
conditioner. 
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In the development of new branches, the 
Security-First National ~Bank of Los 
Angeles, California, identifies the buildings 
with the distinctive architectural pattern 
of the building shown below. 

Both of the bank’s branches now under 
construction, in Fresno and at Crenshaw & 
Santa Barbara Streets in Los Angeles, are 
designed in this mode, as the bank says, 
“to keep pace with the modern design of 
new department stores appearing in these 
districts.” 

. 

Modern simplicity of line is also a dis- 
tinguishing feature of the new Bank of 
Douglas branch in Phoenix, Arizona, pic- 
tured above. Soft pastel shades of color 
add to its attractiveness. The new build- 
ing has five times the floor space of the 














Bank of Douglas branch at Phoenix, Arizona 


original office, and the foundation con- 
struction is such that five stories can be 
added if needed in the future. 
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Investment Program 


The current difficulty of following an 
investment program involving maturities 
regularly spaced over a ten-year period, 
sometimes cited as the ideal plan, is cited 
by R. B. Blyth, vice-president, The Na- 


Security-First National Bank branch, Fresno, California 
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tional City Bank of Cleveland, in his dis- 
cussion of the problems of “Investing for a 
Commercial Bank.” This was part of a 
training course on the Fundamental of 
Investment Banking, prepared for the 
Investment Bankers Association of Amer- 
ica, and the commercial bank section was 
reprinted by The National City Bank of 
Cleveland in booklet form. 

The ten-year spaced maturity invest- 
ment plan is not entirely practical for 
many commercial banks today, Mr. Blyth 
points out, because of the limited supply 
of Government bonds that banks can buy 
maturing after the 2 per cent bonds due 
12-15-54/52. The more typical bank 
investment program, he adds, probably 
has maturities in each year through 1952, 
but with scattered holdings after that date 
that do not fit into any particular pattern. 

Another approach to the investment 
problem that some banks adopt, says Mr. 
Blyth, involves the maintenance of a very 
adequate position in short-term securities, 
and a concentration of the balances of the 
investment in securities of longer maturity, 
with no effort to space maturities over a 
period of years. “Such a program proba- 
bly provides greater income, and, in 
theory, makes adequate provision for 
deposit fluctuation,” Mr. Blyth adds. 
“On the other hand, this program would 
produce greater relative price instability 
than the program of spaced maturities and 
might be less flexible in bad markets.” 

In discussing the question of purchasing 
additional longer-term Government securi- 
ties now, against the possibility that there 
will be a growing scarcity of such issues 
over the next few years, Mr. Blyth cites 
the possibility of changes in fiscal policy 
and makes the general suggestion that a 
bank should not go too far today in pro- 
tecting against a condition that may 
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Consolidated bookkeeping room, The Philadelphia National Bank 


never develop. ‘Some extension of ma- 
turity may be justified in some banks,” 
he declares, “‘but it should be taken with 
full realization of the risks involved and 
not simply because of a possible scarcity of 
longer-term Governments.” 


° ° ° 


Consumer Credit Terms 


With government control of consumer 
credit due to end November 1, the com- 
mon prediction is that terms will lengthen 
but that attempts will be made to retain 
large down payments as a means of reduc- 
ing loan hazards. 

In the interest of keeping installment 
lending on a sound basis, The A. B. A. 
Consumer Credit Committee has prepared 
for banks a schedule of suggested down 
payments and maturities for different 
classes of loans. This guide is as follows: 


Minimum Marimum 
Class of Business Down Terms 
Payment ( Months) 
1. Automobiles 
. New cars 33144% 24 
B. Used cars, 
1946 and later models 33144 % 18 
C. Used cars, 1940-41-42 40% 15 
2. New Household Appliances 
(Minimum eet pay- 
ment, $7.50 
Minimum down pay- 
ment, $15.00) 
A. Refrigerators, ranges, 
washing machines, ironers 20% 36 


B. Radios, phonograph 
combinations, other 
appliances 25% 18 
C. Television sets 25% plus 18 
installation 
costs 


It was explained by the A. B. A. com- 
mittee that these terms are being suggested 
only for the general guidance of banks and 
not as a rigid prescription, since the terms 
of each individual credit should be based 
on the circumstances of the individual 
borrower. oe: 

In an expression of policy on the same 
subject, Commercial Credit Corporation 
announced that it will broaden its financing 
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terms but will make every effort to main- 
tain such terms as will serve to protect the 
buyer against down payments and maturi- 
ties which are uneconomic. Howard L. 
Wynegar, president of C. C. C., declared 
that his organization is opposed to the 
practice of selling terms instead of mer- 
chandise. 
. ~ + 


Bookkeeping Quarters 


In planning their modernization changes, 
it is noteworthy that banks are providing 
larger and more efficient work space for 
operating functions. 

An outstanding work space improvement 
has been effected at The Philadelphia 
National Bank, which recently consolidated 
its bookkeeping and inclearing departments 
in one spacious room measuring 48 feet by 
162 feet. 

An accompanying illustration shows the 
arrangement. The bookkeeping depart- 
ment is divided into two sections, with the 





correspondent bank ledgers being located 
at the far end of the room, and the indi- 
vidual ledgers in the foreground. By plac- 
ing the inclearing department in the center 
of the room, a great many unnecessary 
steps have been saved, and the actual dis- 
tance each check travels from the time it 
is received from the clearing house until it 
is posted to the depositor’s account has 
been considerably shortened. 

As far as possible, the floor plan was 
designed to permit the handling of checks 
on a production line basis. Checks come 
into the room at a certain point and move 
continuously in one direction, being proc- 
essed as they proceed, until they reach 
their final destination in the canceled 
check file. 

Large windows providing plenty of 
ventilation and daylight are supplemented 
by a large exhaust fan and a modern 
fluorescent lighting system. Thus em- 
ployees have an attractive and pleasant 
place in which to work, as well as an effi- 
cient one. 
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Representatives of numerous Michigan 
banks have been visiting the Hackley 
Union National Bank in Muskegon, Michi- 
gan, recently to inspect the new bookkeep- 
ing department pictured below. 

Under Vice-president Albert Bush, head 
operations man at the bank, the new 
department was added to accommodate 
activity which has increased more than 
200 per cent during the past few years. The 
new department also serves the suburban 
branch of the Hackley Bank. 

Lighting engineers have pointed out the 
new room as an example in fine lighting. 
The room is placed in the bank building 
so that two sides are open to the sunlight. 
Windows take most of the wall space on 
these two sides and the light is controlled 
by venetian blinds. Supplementing the 
natural lighting is a highly diffused fluores- 
cent system which eliminates glare from 
reading surfaces. 

The department space was acquired by 
taking over part of the former mezzanine 
lobby. A separate elevator from the main 
banking floor was added, along with chutes 
for transferring items between the book- 
keeping department and statement win- 
dows. Telewriter equipment connects 
the department directly with the bank’s 


Posting at Hackley Union National Bank, Muskegon, Michigan 
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Pictorial presentation at Chicago Terminal National Bank 


suburban branch and with the savings, 
trust and commercial departments of the 
main office. 

© 
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Bank Display Ideas 


To attract public interest the Chicago 
Terminal National Bank, Chicago, Illinois, 
is currently sponsoring various artistic dis- 
plays in its lobby. ; 

Subjects for the month-long exhibits are 
chosen on the basis of general public 
interest and graphic display possibilities. 
The first one, during April, consisted of 
outstanding salon prints by two of the 
city’s leading camera clubs. Featured 
during May was a total of 72 outstanding 
news photos by the five Chicago daily 
papers and the Associated Press. 

In June the displays were devoted to 
the pictorial story of four Chicagoland 
universities. During July the city’s air- 
transport center was portrayed: by pictures 
and displays furnished by the 10 airlines 
serving Chicago. In August the bank 
presented an exhibit of photography by 
six of the city’s foremost commercial 
photographers. 

Standards for the displays are con- 
structed with walnut finish to harmonize 
with the bank’s furniture. They are built 
to lend themselves to all types of pictorial 
presentations as well as to serve as a base 
for the display of models, small products 
and special literature. 

Customers and friends of the bank are 
notified of the exhibit subjects each month 
by small folders which accompany the 
monthly statements. 

. 
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Missouri Farm **Rings”’ 


One year’s work by Missouri farmers, 
bankers and local businessmen, along with 
the extension department of the state’s 
agricultural college, has resulted in the 
forming of 19 balanced farming “‘rings” 
in Missouri and in plans for 25 addi- 
tional county groups this coming fall. 

The first county group was organized 
on an experimental basis in one of the 
poorest of Missouri’s counties during the 
summer of 1946. Results were so out- 
standing that the idea has spread quickly 
over the state. The 46 farmers included 
in the first ring have increased butterfat 
production from the dairy cows by 20 per 


September, 1947 








SERVICE 
Maintaining an intimate, 
personalized correspondent 
bank service. 


EXPERIENCE 


Officials with years of serv- 
ice in this field, assuring a 
knowledge of requirements 
and valuable assistance, 


POLICY 


To cooperate with out-of- 
town banks rather, than 
compete for business which 
is rightfully theirs. 





PUBLIC 
AGE CONE 
BANK 


AND TRUST COMPANY 
OF NEW YORK 


ESTABLISHED 1908 


cent, had 92 per cent calf crop from their 
beef herds, increased their numbers of 
lambs per ewe by 7 per cent and have 
sheared 11 per cent more wool per ewe. 
Seventy-four grass waterways for terrace 
outlets were constructed, 80 miles of 
terraces have been built, almost all the 
land devoted to intertilled crops is now 
planted on contour and numerous other 
soil conservation and soil building projects 
have been developed. 

When the plans are fully in operation, 
farm income is expected to increase 50 
per cent on the basis of long-time average 
prices, or an average increase of $1,000 per 
family each year. 


. MEMBER 
New York Clearing House Association 
Federal Deposit Insurance Corporation 














YOU’RE WELCOME 


Through our affiliation with other Marine Midland 


| 
| 
| 
| banks, we are able to keep in close daily contact 
| with local business trends in 46 key New York 
| State communities. If you or your customers would 
like last word, up-to-the-minute information about 
| New York State business and industry... you're 


welcome to it. 


Member of Federal Deposit Insurance 


Corporation 












MARINE TRUST COMPANY 


Buffalo ’s Oldest and Largest Commercial Bank 





IL 


The typical county association is now 
composed of 50-farm families. To finance 
such a ring each participating farmer pays 
in $50 for a total of $2,500, banks and 
other local businesses donate $1,250 and 
the state agricultural extension service 
contributes $1,250, making a budget of 
$5,000 to pay for the salary, travel ex- 
penses, office help, and supplies of an 
associate county agent employed to service 
the ring. 

An executive committee from the group 
of farmers and the local farm organizations 
supervise the work of the extra agent. This 
man works with the families in the associ- 
ation for one year, developing complete 
farm and home plans and supplying techni- 
cal aid. After the first year many farm 
families are able to continue development 
of their planned system with the usual help 
available from the county extension office. 

All county associations started have had 
aid from local banks. Usually all the banks 
in the area co-operate to help make the 
ring successful, but in some cases one bank 
has been so interested in the program that 
it has carried the entire expense. 
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Joint Pension Plan 


In a new explanatory booklet, The 
Bridgeport-City Trust Company outlines 
how other Connecticut banks can use its 
investment and trust administration facili- 
ties to advantage in conjunction with their 
employee retirement programs. 

Under the plan, each bank would have 
its own attorneys prepare a retirement 
program to meet its particular require- 
ments, and then participate in the pension 
trust of The Bridgeport-City Trust Com- 
pany. The booklet points out that this 
would give each participating bank, at 
small cost, the benefits of the administra- 
tion of a large-diversified investment fund 
with resultant economies of operation. 
Certain mortality experience of partici- 
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pants would also be combined, the booklet 
adds, thereby affording a degree of actu- 
arial soundness and stability not available 
in separate plans. 

Most of the administrative and all of 
the investment detail work would be 
assumed by The Bridgeport-City Trust 
Company under the plan. Actuarial and 
consulting services would be made available 
to minimum cost. 

To assist banks in formulating their 
own pension plans, the booklet contains 
basic and supplementary provisions which 
might be incorporated. 
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Simplified Accrual System 


A new, simplified system for accruing 
earnings on discounted installment notes, 
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pioneered in the Live Stock National Bank 
at Omaha, Nebraska, by two members of 
the bank staff, has been registered by the 
United States Office of Copyrights. 

The method is registered as the ASC- 
LES Accrual System and takes its name 
from the initials of the originators, A. S. 
Chaves, auditor, and Lester E. Souba, 
assistant auditor of the Live Stock Bank. 
They have also been notified that their 
pamphlet explaining the system has been 
copyrighted. 

“The objective of the system is to trans- 
fer daily from the unearned account to the 
earned account the exact amount of money 
that is earned by the total amount of loans 
outstanding according to their diminished 
balances,” the ASC-LES Accrual System 
pamphlet explains. 

The system was originated and installed 
after the bank had tried out and discarded 
two other systems. 

“We have found that the ASC-LES 
Accrual System provides the bank a true 
picture of the earnings on outstanding 
balances, while the customer who pays his 
loan ahead of time is benefited. to the 
extent that any refund is based on the 
actual days the loan was outstanding,” 
H. C. Karpf, president of the Live Stock 
National Bank said. ‘“‘The plan is ex- 
tremely simple to operate and provides 
the maximum of accuracy.” 
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A Bank: is Born 


A smiling baby’s portrait on a_ blue- 
ribboned pamphlet dressed up a message 
to the trustees of the Newton Sav- 





An ingenious analogy 


ings Bank at Newton, Massachusetts, 
recently. The pamphlet, entitled Our 
Baby, is the unique report of the Wellesley 
Office’s first-year progress. 

As interesting as its cover, the report 
analogizes the progress report of a young 
child all through its 16 pages. After giving 
the names and titles of the bank officials 
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WANUFACTURERS AND ) TRADERS 


**Dropping over’’ 


under the headings, “Doctor, Midwives 
and Attendants,” the pamphlet lists the 
bank’s policies: Formula—Four parts, 
courteous treatment of customers . 
One part, clean ethical advertising .. . ; 
One part, well-handled public relations .. . 

The bank’s first-year business is analyzed 
under the title, ““Baby’s Weight Chart,” 
and expenses are balanced against receipts 
in summary by use of a pictured “Baby’s 
Balance Scale.” 

+ e + 
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Forest Resources Project 


Member banks of the First Federal 
Reserve District will share the benefits of a 
new project of The Federal Reserve Bank 
of Boston, Massachusetts, which is aimed 
at making the most of New England’s 
forest resources. 

The bank has appointed Harold B. 
Shepard, graduate of Harvard University 
Forestry School and a forestry economist 
with 30 years’ experience, to begin work 
on the program. 

Mr. Shepard will investigate the area’s 
forestlands and the uses and markets for 
their products to determine what practices 
will ensure the maximum yield of forest 
products on a sustained basis. He will 
look into possible financial impediments to 
sound forest management such as taxation 
and fire risk. He will explore and publicize 
new uses for wood both in this country and 
abroad, and will foster programs to secure 
expanded uses of -forest lands for wood 
products, recreation, and other purposes. 

Information assembled under the forestry 
research program will be available to 
member banks of the district and Mr. 
Shepard will also act as consultant to 
member banks on policy matters affecting 
their lending operations to land owners, 
wood operators and wood-using industries. 
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Analysis of Auditor’s 
Certificate 


With the thought that many bankers 
and investors have “only a hazy idea of 
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to make first deposit in new branch 


what the auditor’s certificate means,” the 
American Institute of Accountants has 
published a complete analysis of such docu- 
ments in pamphlet form under the title, 
What Does An Auditor’s Certificate Mean? 

‘Some bankers and investors think the 
auditor’s certificate means more than it 
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A detailed explanation 


does,”’ the publication points out. “Some 
think it means less than it does. This 
pamphlet explains what it does mean.” 
According to Frank Gale, assistant 
secretary of the A. I. A., both the Robert 
Morris Associates and the A. I. A. are 





contemplating meetings of bank men in all 
sections of the country to discuss and 
amplify the pamphlet’s message. 

The publication is being mailed to 
banks, investors and other groups by state 
societies of certified public accountants. 
Further information about the informative 
pamphlet may be obtained by writing the 
American Institute of Accountants, 13 
East 41st Street, New York 17, New York. 
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Sky-Borne Publicity 


The first deposit at the new University 
Plaza office of the Manufacturers ‘and 
Traders Trust Company in Buffalo, New 
York, was brought in by heliocopter. The 
Bell Aircraft Corporation landed one of its 
machines at the front door of the bank 
while swarms of spectators gathered. 

The new bank building itself has many 
features which the people who were at- 
tracted found interesting. The 26th addi- 
tion to the company’s system is decorated 
inside with numerous photomurals of 
Buffalo industry set in bleached oak panel- 
ing. An acoustical ceiling with a catho- 
ray system of indirect lighting contributes 
to the new office’s customer appeal. 


Sf * SJ 
On Savings Bond 
Redemption 


Secretaries of all state bankers associ- 
ations have been informed by William T. 
Wilson, secretary of the American Bankers 
Association Special Committee on Savings 
Bond Redemption, that the United States 
Treasury urges all banks to follow the 
practice of noting on Savings Bonds 
redeemed by them the nature of the identi- 
fications presented. 

In his letter, Mr. Wilson stated that 
many banks are under the erroneous im- 
pression that “‘it is not permissible to place 
identification notations on Savings Bonds 
paid by them. This is erroneous,’’ his 
letter added. “In its instructions, the 
Treasury not only recommends but strongly 
urges all banks to follow this practice.” 

This practice is a factor in the matter of 
liability for loss in the case of erroneous 
payments, he pointed out. “This proce- 
dure will serve a twofold purpose in the 
event of losses resulting from erroneous 
payments,’ Mr. Wilson stated. 

“It will be helpful to the Treasury 
Department for subsequent criminal in- 
vestigations, and it will provide the basis 
for a permanent record of the facts of 
identification upon which the bank relied. 
We understand that in determining the 
question of relief from liability for loss, 
the Treasury gives great weight to nota- 
tions as to the character of identification 
documents accepted by the bank.” 
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Bank Lunchroom 
Proves Advantageous 


Tasty, well-balanced luncheons are 
served daily at The First National Bank of 
Pomona, California, in an attractive setting 
formerly used as the directors’ room. This 
innovation, instituted in wartime, has since 
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Central Savings Bank, New York City, honors ‘‘veterans”’ 


been continued as a post-war measure 
because of its personnel relations value. 

In the lunchroom, officers and all the 
members of the staff have an opportunity 
to meet and visit together daily. Coffee 
is also available for the staff each morning 
about 9 A.M. 

These employee activities are under the 
supervision of George G. Stone, vice-presi- 
dent and a director of the bank. 
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Service Recognition 


Annual vacations four weeks long, $50 
U. S. Government bonds and gold service 
emblems are the awards for 15 quarter- 
century club members of the Central Sav- 
ings Bank of New York City. 

The awards were announced by James 
T. Lee, president of the bank, at the recent 
testimonial dinner pictured above. 
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The organization of a 25-year club was 
also the occasion for a party at the Central 
Trust Company of Cincinnati, Ohio, re- 


cently. Guests of honor were 167 officers 
and employees having five or more years 
of service with the company. 

At the party Thomas M. Conroy, execu- 
tive vice-president, distributed bronze, 
silver and gold pins to staff members with 
from five to 25 years of service. Charles 
W. Dupuis, president, awarded diamond 
pins to 64 officers and employees whose 
length of service ranged from 25 to 50 
years. 

All staff members of the bank who have 
more than 25 years of service will also 
receive an extra week’s vacation each year. 
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Anniversary Project 


Seeking some creative and useful way to 
celebrate its 50th anniversary, The Mer- 
chants National Bank of Kittanning, 
Pennsylvania, hit upon an idea which 
would seem to be well worth considering 
by other financial institutions for such 
occasions. 

Tieing in with the growing community 
interest in improving Kittanning’s recrea- 
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tional facilities, the bank financed a de- 
tailed study and report which analyzes 
the present facilities, cites deficiencies, and 
offers a concrete, long-range program 
designed to provide Kittanning with a 
continuous and well-supervised recreational 
program for children and adults. 

The bank had 1,000 copies of the report 
printed, and distributed them to members 
of a Citizens Committee formed to con- 
sider the problem, and to city and county 
officials. 

Such a project would seem to be an 
excellent way to difect attention to a 
bank’s 50 years of constructive service, as 
well as an investment in the community’s 
future health and welfare. 

o 

Among _ other 
events: 

The Third National Bank and Trust 
Company, Scranton, Pennsylvania, re- 
cently celebrated its 75th anniversary. 

On August 10, the First National Bank, 
Oshkosh, Wisconsin, completed its 95th 
year of banking service. 

The First National Bank of Danville, 
Virginia, recently reached the 75-year 
mark. 


noteworthy birthday 
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Snow- Melting System 


One of the most unusual bank construc- 
tion projects of the year is the snow- 
melting system of wrought iron pipe in 





For sidewalks, marquee, roof 


two sidewalks, an entrance marquee and 
part of the roof of the People’s Savings 
Bank in Providence, Rhode Island. The 
six-story bank, long delayed by material 
shortages and restrictions, will be the first 
structure in the United States in which a 
snow-melting system is incorporated in 
roof and marquee. 

Hot water circulated through wrought 
iron pipe grids or coils in the system will 
maintain surface temperatures above freez- 
ing. Automatic controls are employed so 
that the system goes into action when 
snow falls. Antifreeze solution will be 
added to the water, supplied from a boiler 
in the building. The system may be 
drained at winter’s end. 
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Many illustrations, features 


New Staff Magazine 


Another large bank which has recently 
turned to the medium of a staff publication 
to help knit the organization more closely 
together is the Hartford-Connecticut Trust 
Company. 

Its well-illustrated Harcologue with many 
interesting features is published bimonthly. 
Editing the magazine is one of the duties 
of Marcus D. Goodale, assistant vice- 
president, and he and his assistants have 
received many favorable comments from 
both employees and outside sources on the 
new “brain child.” 
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mination of operating costs, salary expense, 
job analysis, service charges and invest- 
ment supervision. 

The book may be obtained from the 
Bankers Publishing Company, 465 Main 
Street, Cambridge, Massachusetts. $4.50. 
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Auto-Financing Idea 


The American Acceptance Corporation, 
an auto financing organization closely 
affiliated with the Bank of Passaic & Trust 
Company in Passaic, New Jersey, has 
offered co-operative use of its unusual 
financing plan, called the ‘American 
Acceptance Corporation Plan,” to a limited 
number of banks. 


The plan was originated some ten years 
ago by Thomas E. Prescott, executive 
vice-president of the Passaic bank. At 
that time, individuals closely connected 
with the bank formed the separate Ameri- 
can Acceptance Corporation which has its 
offices in the bank building. The bank 
now buys dealer paper from the corporation 
at a 3\% per cent rate. This makes it 
possible for the bank to make other direct 
loans to individuals who come directly to 
the bank at their low 4 per cent rate, 
acquiring business, both dealer and direct, 
without getting involved in a split rate. 

The illustrated booklet, published by 
the American Acceptance Corporation, 
Bank of Passaic Building, Passaic, New 
Jersey, fully explains the plan. 
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WITH MoperRN MACHINES 


The ingenuity and resourcefulness of 
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For Foreign Currency 


Illustrated is a new hand truck especially 
designed for the han- 
dling and transporta- 
tion of foreign cur- 
rency, recently de- 
signed for the Na- 
tional Shawmut Bank 
of Boston. It is 
equipped with a lift- 
up cover for easy 
access to the top 
drawer, which need 
not be pulled out. 
Four drawers are in- 
cluded, each with a 
number of currency compartments. A 
bottom shelf is available to carry account 
books, ledgers, etc. 
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jotable Book on 
Banking Developments 


Meeting the Challenge of Changing Bank- 
ing Conditions is the title of a new book by 
Nelson M. McKernan, assistant vice- 
president, Manufacturers Trust Company 
of New York. 

Mr. McKernan has written the book to 
discuss the changes which have occurred 
in banking during the past decade. 

Some of the topics which the author 
discusses are: Interbank competition, 
branch banking, loan administration, deter- 
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farmers were demonstrated by a 33 per 
‘cent increase in production during the 
war years with far less manpower. 

The production of more food, fibre, 
and oils is still the goal to be at- 
tained, and the Men with a Mission 
have the “‘know-how’’, the Modern 
Methods, and the Modern Ma- 
chinery to put plans into action. 
The pressure of increased produc- 
tion forces progressive farmers to 
seek ways of effectively using all the 
varied capacities of modern farm 
machinery—machines that will en- 
able him to produce more in less time 
without sacrificing the fertility or 
productivity of the soil. 

Typical of MM Mopern Ma- 
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more profitable production. See your 
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pM tM I CHINES that utilize 
Modern Methods for 
increased production is THE BALE- 
O-MATIC—AUTOMATIC HAY BALER. 
The tractor operator is the only 
manpower required for THE BALE- 
O-Matic. It picks, slices, and ties 
hay into 40-inch bales of a density 
and weight selected by the operator. 

THE Ba.e-O-Martic is a al 
Machine for Modern Methods of 





MM dealer and get complete facts. 
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Head Office: 55 Wall Street 


... through National City Service 


to Correspondents 


Is addition to well established correspondent relationships 
with important banks throughout the world, National 
City Bank offers quick access to world markets through 


46 overseas branches of its own— more overseas branches 


‘ than those of all other American banks together. 


National City’s officers are always available and ready 
to discuss specialized facilities and how they may best aid 
you in profitably developing customer relationships. Con- 
sult or write these officers at Head Office concerning 
problems relative to bond portfolios, efficient and prompt 
handling of collections, foreign department facilities and 


credit requirements, domestic or foreign. 


Write for color-illustrated booklet describing 


our overseas banking service 





1812 — 135th Anniversary — 1947 


Member Federal Deposit Insurance Corporation 


ACCESS TO THE MARKETS OF THE WORLD 


THE NATIONAL CITY BANK OF NEW YORK 


66 Branches in Greater New York 
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PREFABRICATED HOUSING ...The group visited a plant, inspected its products 





A firsthand contact with the latest 
developments in the field of housing 


Studies in WOME LENDING. 


OMMERCIAL banks are becom- 
ing of increasing importance as 
mortgage lenders, Howard B. 

Smith, director, Department of Real 
Estate Finance, American Bankers 
Association, told mortgage lending 
officers attending the association’s 
first Mortgage Officers Training Course 
at the University of Illinois. 

“During 1946 the real estate mort- 
gage loan volume in banks increased by 
54 per cent,” he said. “This is a 
greater increase than that shown for 
the year by any other type of institu- 
tional lender.” 

Among other trends and factors in 
mortgage lending cited by Mr. Smith 
and dealt with in the new course were 
the following: 

Mortgages are being made in tre- 
mendous volume on a high percentage 
basis. In a rising market any mistakes 
can be covered up. It is not too early, 
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however, to consider the turn that 
will come and to begin applying the 
test that should be made if mistakes 
are to be avoided. 

The mortgage interest rate has been 


By 
HENRY J. BOONE 


Editor, Burroughs Clearing House 


forced to the point where efficiency of 
operation is vitally essential if mort- 
gages are to be competitive with other 
investments. 

In the future there is every indica- 
tion that competition for mortgage 
business will continue to be keen. It 
is very probable that large aggregations 
of capital, will become interested in 
housing, and streamlined methods of 
financing will undoubtedly be devised. 





There will be a speeding up of the 
technology of home construction. This 
will require close co-ordination of 
housing research facilities and lending 
groups to the end that lenders will be 
aware of the potentialities of new 
developments and be ready adequately 
to appraise new values without stifling 
progress. 

Housing is a continuing program. 
It must include all elements in the 
free enterprise building industry for 
its social and economic progress. The 
public in the period ahead may well 
measure the success of banking by 
the success attained in the extension 
of mortgage credit. 

These highlights opened the Mort- 
gage Officers Training Course which 
was sponsored jointly by the A. B. A. 
and the Division of University Exten- 
sion and the Small Homes Council of 
the University of Illinois. The course 
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This administrative quintet sparked the school’s success* 


covered housing research and the 
lending operation, in'a program of 
classroom instruction and field trips, 
to give the group a broadened concept 
of “‘what’s ahead.” 

Classes were held on the university 
campus, from July 7 to 18, and were 
‘attended by 55 bank mortgage officers 
from 24 states. They attended morn- 
ing, afternoon and evening classes, 
and were part of an enrollment of 
over 8,000 in the various summer 
schools in session. 

Howard Smith directed the course 
for the A. B. A. He was assisted by 
Associate Director Robert W. Knee- 
bone, deputy manager of the A. B. A., 
in charge of the association’s Chicago 
office. 

Directing the course for the uni- 
versity were William H. Scheick, co- 
ordinator of the Small Homes Council. 
James T. Lendrum, associate co- 
ordinator, and H. C. Rountree, assist- 
ant director, Division of University 
Extension. Besides those of the above 
who served as instructors, the faculty 
included a number of other professors, 
bank mortgage officers and govern- 
ment housing agency representatives. 

Mr. Rountree performed a _ very 
valuable function in bringing together 
the A. B. A. and the university, 
whereas Chester R. Davis, vice-presi- 
dent, Chicago Title and Trust Com- 
pany and a trustee of the university 
was instrumental in co-ordinating the 
program. 


Housing Research 


Information on the latest develop- 
ments in the field of advanced housing 
research was provided at the outset 
of the course. At the Home Research 
Center of the Small Homes Council, 
which has been in operation since 
1944, the group found such projects 


*First row, left to right: H. C. Rountree, 
William H. Scheick, James T. Lendrum. Second 
row: Robert W. Kneebone, Howard Smith. 
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as the following under way by the 
council, for itself and for various 
associations and manufacturers: 

A project on heating and air condi- 
tioning for The National Warm Air 
Heating and Air Conditioning Associ- 
ation. 

Two research homes for The Insti- 
tute of Boiler and Radiator Manufac- 
turers using baseboard radiators. One 
is a home with basement, and one a 
basementless home. 

A planning project for Bituminous 
Coal Research, Incorporated, on the 
use of coal as a fuel and on the better 
handling of both coal and ashes. 

A project for Farm Journal, Incor- 
porated, to develop improved plans 
for farmhouses. 

A project for Hotpoint, Incorpo- 
rated, on the planning of laundries and 
kitchens on the same floor level. 

A project for building six research 
homes, three frame and three brick, 
for The Industrial Research and De- 





velopment Division of the U. S. 
Chamber of Commerce, for the pur- 
pose of developing a building proce- 
dure that will improve the efficiency 
of the small homes contractor. 

An engineered house for Producer’s 
Council, Association of Building Mate- 
rials Manufacturers. 

A project by the university’s Ceram- 
ics Department on the shrinkage 
characteristics of clays, as produced 
in bricks. This is a part of the coun- 
cil’s program of modular design, in 
which the measurements of building 
materials are divisible by four inches 
to eliminate the wastefulness of present 
dimensioning in assembly time and 
materials. 

The Small Homes Council has issued 
numerous circulars on various phases 
of housing. These are already known 
to many banks through arrangements 
made for their distribution by the 
A. B. A. 

Besides the work that Professor 
Scheick has carried forward through 
the Small Homes Council and in co- 
operation with other colleges and uni- 
versities, he has long been an advocate 
of co-ordinated housing research on a 
national basis. While no announce- 
ment has yet been made, a sub-group 
is being organized under the National 
Academy of Sciences with the aid of 
the U. S. Chamber of Commerce to 
co-ordinate research activity. 


Prefabricated Housing 


A field trip carried the mortgage 
officers’ group to Purdue University 
to continue its examination of housing 
research and to visit the plant of 
National Homes Corporation. The 
group was met by Carl F. Boester, 
director of Housing Research Division, 
Purdue Research Foundation. 

Of special interest from the view- 


HOME APPRAISAL .. . Part of the field trip curriculum 
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CLASSROOM INSTRUCTION ... The 55 mortgage officers had two weeks of highly intensive training 


point of research was the aluminum 
home shown below. Both siding and 
roof areofaluminum. Itis painted and 
the house is very attractive. The 
principal research feature of the home 
is in its heating. A heat pump, that 
serves as a heat exchanger absorbing 
heat by the expansion of refrigerant in 
coils, provides heating as well as 
cooling. The heat pump has an earth 
to air, a water to air and an air to 
air system, each able independently to 
meet heat loss requirements. A fourth 
system is electric radiant heating 
achieved by placing foil type resistance 


heating elements on the surfaces of 
insulated ceilings. 

At the plant of National Homes 
Corporation, the group saw the pre- 
fabrication of houses by the assembly 
line process. The corporation is cur- 
rently producing houses at the rate 
of one an hour, or eight a day. 

Sales Manager W. A. Shearer ex- 
plained that five designs are now 
being produced. These are sold 
through authorized dealers who, de- 
pending on local costs, are pricing the 
homes from approximately $6,400 to 
$7,500. The prices are for the houses 


HOUSING RESEARCH ... Viewing aluminum home, Purdue University 
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complete and ready for occupancy but 
not including the lot. 

Starting in mid-1940, National 
Homes has turned out some 11,500 
homes. It is one of the leaders in the 
field, ranking close to Gunnison Homes, 
Incorporated, a subsidiary of U: S. 
Steel Corporation, near-by at New 
Albany, Indiana. 


Community Planning 


One important need in_ housing, 
Professor Don H. Morgan of the Uni- 
versity of Illinois told the group, is to 
effect a decentralization of population. 
If this can be brought about through 
the building of better and less expen- 
sive small homes, he said, the tendency 
will be to eliminate flats and apart- 
ments and the slum areas. 

Where new sections are developed 
for housing, he said, business and resi- 
dential areas should be properly zoned. 
Four things are necessary in scientific 
community planning: 1. Main streets 
on the borders of the area, not through 
it. 2. Connecting streets, not neces- 
sarily straight. 3. Ten per cent for 
recreation areas and parks. 4. A shop- 
ping center outside the residential area. 

Community planning for urban areas, 
whether new or old, calls for a com- 
munity planning board and a zoning 
ordinance. The first step for the 
board is a master plan. This may be 
developed as follows: 1. A functional 
survey of the area, a study of its 
economic possibilities and the possi- 
bilities of expansion. 2. A street plan. 
3. Building regulations. 4. Plans for 

See STUDIES IN HOME LENDING—Page 55 
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In a movieland setting, this conservative institution 
has found special opportunities to accommodate 


an unusual clientele 


The beaslers 
BEVERLY WILLS BANK 


UR institution is often cited as 
“an unusual bank in an unusual 
community.” 

There are a number of reasons for 
this. It was 20 years ago, for example, 
that our bank became one of the first 
in the country to cover the banking 
room floor with soft carpeting. At a 
time when much banking was con- 
ducted at the height of austerity, daily 
floral bouquets took their place in our 
lobby. More recently, we were among 
the first United States banks to in- 
augurate a five-day week, closing 
Saturdays the year around. 

There is little doubt that Beverly 
Hills is an unusual community, al- 
though it is sometimes misunderstood. 
Contrary to impressions gained from 
picture magazines, its population is 
not made up entirely of movie stars 
living in mansions and attended by 
butlers, valets, maids and gardeners. 
Actually, it is a favorite residential 
area for many Los Angeles industrial 
leaders, business executives and people 
of the professional fields. 

Many of the artists, studio execu- 
tives, producers, directors and techni- 
cians of the movies and radio live here 
and we also have many people of 
means, retired or living on fixed in- 
comes. 

We do our utmost to make our 
banking room attractive to the women 
customers who do their shopping at 
Saks or buy their clothes from Adrian. 
This is the kind of business most 
available to us, so we do not emphasize 
the purely commercial features of 
banking, although we also serve in 
that capacity. Our location in a 
residential area, the parking facilities 
at the rear of our building, the carpeted 
floor and other accommodations are 
designed to appeal to these people. 

Guided by the character of our com- 
munity and our clientele, we have 
developed certain services and limited 
others. We attempt to compete with 
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no other bank merely in accepting 
deposits and lending them at a profit. 
What we aim to provide is banking 


By 
ROBERT S. BEASLEY 


Executive Vice-president, Beverly Hills 
National Bank & Trust Company 
Beverly Hills, California 


service for people who need occasional 
accommodations and a place for safe- 
keeping their money. 

Our commercial department is -so 
liquid that we could pay our depositors 
without difficulty on short notice. 
This policy plays a big part in attract- 


ing the type of business we want. Its 
value has been proven many times. 
One instance was during the banking 
holiday in 1933. We were one of the 
two banks in California to remain 
open during the entire period. When 
people wanted cash we filled all rea- 
sonable demands. During that time 
our deposits went up. 

We have just under a million dollars 
in total loans and have had no loan 
losses in years. We do not want risk 
loans because the average borrower 
here requires more than we are willing 
to lend. This policy is standard in 
view of the large proportion of per- 
sonal accounts we have. 

An example of the unusual situ- 
ations which arise, related to the num- 


The bank, in a residential area, has plenty of parking space 
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R.S. Beasley, O. N. Beasley, E. A. Poe 


The policy makers 


ber and size of our personal accounts 
and for which we must always be 
prepared, is that of a male movie per- 
sonality whose account has been with 
us for many years. Every once in a 
while we get one of his checks which 
bounces. In going over his account 
last fall we noted that his current 
balance was about $450,000. Within 
90 days his checks were beginning to 
bounce again. 

The interest rate on our savings 
accounts is 1 per cent per annum on 
the first $500 of balance and none on 


amounts above that. We explain-to 
large investors that we have an invest- 
ment problem, too. We are interested 
in having their money maintained so 
that we. can-pay them right on the 
barrelhead if they ask for it. When 
we remind them of the low yields from 
Government bonds in our savings in- 


vestment portfolio they immediately - 


realize the impracticality of our going 
out and buying money like a commod- 
ity. We explain that should it ever 
become possible to get short-term 
Governments at a higher yield, this 
factor will naturally affect the interest 
rate on savings accounts. 

It has been interesting to us to 
note customer reaction to our savings 
policies since we began cutting down 
interest rates during the depression 
era. We first reduced our rate to 
1 per cent when other local banks were 
paying as high as 2% per cent. We 
were prepared to pay off all our 
accounts, yet our savings deposits 
went up. Later, when we limited 
each interest-bearing savings account 
to a maximum of $5,000, deposits 
went up again. About four and one- 
half years ago we reduced the maxi- 
mum on which we pay interest from 
$5.000 to $500. Deposits went up 
again. And they have continued to 
go up. Of course, business during 
that time was on a general upswing, 
but we now have many savings ac- 
counts with balances running into the 
thousands. 

Our investment portfolio is pretty 
generally confined to _ short-term 
Government bonds, and on the date 
of our last examination the analysis 


showed the average yield was nine- 
tenths of 1 per cent per annum on the 
entire list. Our bond account totals 
$8,000,000 in relation to approxi- 
mately $12,000,000 in deposits. 

In our community we believe a bank 
should be like a doctor. We should 
constantly work ourselves out of a job. 
We feel that we should approach the 
individual credit problem as though 
we are advising the “financially sick,” 
with the sole aim of making him 
financially well. When we have him 
cured we are interested in keeping him 
that way. This policy applies espe- 
cially to retired people living on saved 
capital. If one of these customers has 
a pressing financial problem, we usually 
recommend that he sell some of his 
assets rather than borrow money and 
save the assets, perhaps only to sell 
later. We believe we are doing these 
people a favor by helping them avoid 
the concern of debt. 


[N our community, opportunities for 

commercial bank loans are limited. 
Ourearnings must come largely from the 
sale of bank services rather than from 
dollar risks. Quite naturally, we em- 
phasize our trust department activities. 

Our trust and escrow department 
sometimes looks like the tail that wags 
the dog. The trust department has a 
staff of 17 people, with a vice-president 
and three assistants in charge, and we 
have three escrow units of nine people. 

Here our services are not so unusual 
as the opportunities to which they are 
applied. Handling estates and probate 
matters is an important activity in 

See BEVERLY HILLS BANK—Page 58 


A bank for people who need occasional accommodations and a place for safekeeping their money 
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A practical, simplified program designed to 
meet the needs of banks of all sizes 


New York’s New Formula 
for SERVICE CHARGES 


UR new service charge program 
really had its beginning in De- 
cember of 1945. It was in that 

month that the New York State Bank- 
ing Department undertook a survey of 
the service charge plans for checking 
accounts in effect in the 272 banks 
under its supervision. 

Many banks throughout the country 
will remember the results of that sur- 
vey. They were reported by Superin- 
tendent of Banks Elliott V. Bell at 
the New York State Bankers Associ- 
ation’s convention at Atlantic City 
May 28, 1946. Superintendent Bell 
there pointed out that the survey had 
revealed a “‘well-nigh infinite variety 
of service charges.” ‘“‘Apart from spe- 
cial (pay-as-you-go, or no-minimum- 
balance) accounts,” he said, “there are 
three main methods of applying serv- 
ice charges —the flat charge, the meas- 
ured charge and the analysis method”’ 
and that in each of these there were 
“countless variations.” 

“It seems to me the time has come,” 
he concluded, “when bankers may 
well take another look at service 
charges. I don’t think they can be 
done away with. I do think they can 
be made simpler, more understandable, 
more uniform.” 

A short time later our committee was 
appointed as a Committee on Bank 
Management and Research to “take 
another look at service charges.”” The 
members of this committee, of which 
I happened to be chairman, are practi- 
cal bankers and men who are well 
versed in service charges. They repre- 
sent banks of all sizes, from one of the 
smallest to one of the largest in the 
State. Our discussions and the prepa- 
ration of our report and recommenda- 
tions took almost a year. 

Copies of the report, which carries 
the title “Service Charges—A Chal- 
lenge to Bank Management,” were 
recently mailed to all of our member 
banks. Copies were also given to the 
press by the association’s press bureau 
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By 
THEODORE ROKAHR 


Chairman, Committee on Bank Man- 
agement and Research, New York 
State Bankers Association, and 
Vice-president and Treasurer, 

First Bank and Trust Com- 
pany, Utica, New York 


' 
in New York City. And I think it 
may be pertinent to say here that it 
was apparently well received, both by 
banks and the public. 

The new program recognizes the 
change that has been taking place in 
service charge thinking in the last 
few years. It recognizes the need 
that exists for both a greater simplicity 
for handling charges by individual 
banks and for greater uniformity. It 


The committee is critical of “‘flat’’ or ‘‘measured”’ service charges 
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offers banks, our committee believes, 
a more salable product. 

Following our studies of possible 
formulas to find one which would be 
fair to depositors and to banks and 
which would be simple to apply and to 
explain, our committee found itself in 
substantial, though not complete agree- 
ment with the Service Charge Com- 
mittee of the Country Bank Oper- 
ations Commission of the American 
Bankers Association. That committee, 
early in 1946, had recommended a 
simple formula in a report entitled, 
“Checking Account Service Charges 
for Country Banks.” 

The Country Bank Operations Com- 
mission developed its program, it will 
be recalled, especially for country 
banks. Our committee faced a dif- 
ferent situation, however, in that we 
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COMMITTEE ON BANK MANAGEMENT AND RESEARCH 


SERVICE 
CHARGES 


A CHALLENGE TO 
BANK MANAGEMENT 
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NEW YORK STATE BANKERS ASSOCIATION 


One of the Biggest Bargains in the World! 


Wuar are banks, anyway? Places to keep 
your money in? Yes. Places where you can 
borrow money? Yes, Places where you can 
get advice on money matters? That's right. 


And what else? 


Places where you can BUY things —just like 
in a store, 


Of course, banks don't sell fur coats, or tooth 
brushes, or razor blades, or fluffy party gowns 
for the Junior Miss. No. 


Banks sell. . . 
SERVICES... 


Very important and very personal services, 


like... 


Complete, modern checking account accom- 
modation which saves you endless time and 
trouble in paying your personal and household 
bills . . . affords new and greater conveniences 
while shopping, when traveling, and during 
vacations . . . eliminates the need for keeping 
large sums of cash on your person or in the 
house . . . gives you valid, legal receipts for the 
bills you have paid (showing to whom, where, 
and when you paid) . . . helps to establish 
your reputation as a good credit risk . . . pro- 


vides you at regular intervals with orderly, busi- 


nesslike records of your income and expense 
... shows you the amounts you have deposited 
in your account, the amounts you have with- 
drawn, and how much vou have left . . . and 
helps you in many other important ways to 
keep your and your family’s money affairs in 


good shape. 


Like all other good merchandising establish- 
ments, your bank is well set up to provide this 
accommodation for you, It has a staff of well 
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(Suggested copy for a folder, pamphlet, 
or booklet, explaining service charges) 
,. 


trained tellers and bookkeepers and other help. 
It keeps a lot of equipment and machinery 
busy all day adding up aud subtracting figures 
and coming out with the right answers. It buys 
large quantities of deposit slips, checks, pase- 
books, ledger sheets, proof sheets, machine- 
tapes and ribbons, coin wrappers, currency 
straps—all used in taking care of your banking 
needs, It spends money for freight, express, 
and trucking services, and for telephone and 
telegraph facilities, and for postage. It pays 
taxes to the Federal government, the State, the 
county and the city, town or village govern 
ments. It provides a “banking house” where 
you cam make your deposits and cash your 
checks, or arrange a loan, quickly and pleasant- 
ly. It maintains strong vaults to keep your 
money and your valuables in, and has guards 
(haman and mechanical) on watch all the time. 
It is etrictly a professional operation designed 
to give you one of the biggest bargains in the 
world. 


And it costs you only pennies. Here is how 
it works: 


Out of every dollar you deposit in your ac- 
count your bank puts 80 cents* of it to work. 


That 80 cents works for wages. Some of it is 
loaned to young married couples who want to 
buy homes of their own. Some gocs to store- 
keepers who want to buy new merchandise. 
Some to individuals who want to buy auto- 
mobiles, refrigerators, radios, or to insulate, 
paint, repair or otherwise improve their homes, 
The railroads use a part of it to buy new, 
streamlined coaches, Farmers borrow quite a 
bit to buy cattle, machinery and equipment, 
and more land. Some of it goes to work for 
Uncle Sam, and for States, and cities, and towns. 


Those who borrow your money pay interest for 
the use of it. Actually this interest is the “wage” 
the money you have in the bank earns when it 
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A special appendix by the association’s Harry H. Clarke 


The simplified formula presented in the report is declared applicable to most accounts 


were confronted by the needs of banks 
of all sizes, from those in Wall Street 
to the smallest village. What we did 
under the circumstances was to make 
use of a simplified formula as an impor- 
tant part of a complete service charge 
program. 

This formula, when applied to 
practically all accounts in banks in 
small communities and to a substantial 
percentage of accounts in other banks, 
will yield approximately the same 


results as would a complete, detailed © 


analysis. 

Simply stated, the committee’s for- 
mula consists of the following: 

1. A maintenance rate to be deter- 
mined by each bank itself which will 
reimburse the bank for account main- 
tenance, monthly statement, supplies, 
etc. 

2. A single ‘‘average item rate” to 
be determined by each bank itself, for 
each ledger entry (debit and credit) 
except service charge debits, and for 
each entry on each deposit slip, except 
‘“‘on us” checks deposited. 

3. An earnings credit, to be deter- 
mined by each bank itself, of a certain 
number of cents for each $100 or $50, 
of the balance which remains on 
deposit throughout the month; that is, 
the minimum balance. 

4. The maintenance charge, plus 
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the charge for items, minus the earn- 
ings credit, equals the service charge. 

Where the Country Bank Operations 
Commission recommends a single “‘aver- 
age item rate’ for checks paid, de- 
posits made, out-of-town items, and 
cash in deposits, our committee recom- 
mends the inclusion also of clearing 
items. The simplicity, in either plan, 
of adding the various items and multi- 
plying the total by the average rate is 
quickly apparent. 


‘THOUGH we recognize in our new 
program that deposited items, other 
than cash, usually are less expensive 
to handle than checks paid against a 
depositor’s account, it must be borne 
in mind that the cost of handling 
deposits and deposited cash, as well as 
the cost of cashing a depositor’s 
checks, is considerably greater. There- 
fore, what might appear to be an over- 
charge for certain factors, actually is 
compensated for by a reduced charge 
for others when a single “‘average item 
rate’”’ is used, as recommended. 
Similarly, though at first glance the 
use of the minimum balance as the 
basis for determining the earnings 
credit may be questioned,,it should be 
remembered that if the average balance 
were used it would have to be reduced 
by deduction of float and reserve. The 


Service Charge Committee of the 
Country Bank Operations Commis- 
sion reports: “Surveys covering large 
groups of accounts indicate that, in 
the aggregate, minimum balances are 
approximately 25 per cent less than 
average balances. The 25 per cent 
difference may be considered a close 
approximation for float and reserve 
where average balances are used.” 

It will be noted that our formula 
makes no provision for charges cover- 
ing miscellaneous services, such as 
certifications, collections, official checks 
or drafts, rehandling of deposited 
checks returned unpaid, cashing checks 
on other banks, and so forth, all of 
which should be included in complete 
and detailed analysis. They have been 
omitted from the simplified formula. 
The committee believes that, except 
in the case of accounts which warrant 
the rendering of such services without 
charge, or accounts which because of 
abnormal activity are to be subjected 
to detailed analysis, charges for mis- 
cellaneous services should be made 
directly to the depositor at the time 
the services are performed. This will 
help to keep regular monthly service 
charges as free as possible of compli- 
cating factors. 

Certainly a charge for returning 
checks drawn against insufficient or 
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t } 
MINIMUM Over} 1150 | 1100 | 1050 | 1000 | 950 | 900 | 850 | 800 | 750 | 700 | 650 | 600 | 550 | 500 | 450 | 400 | 350 | 300 | 250 | 200 | 150 | 100 | 50 Under! MINIMUM 
BALANCE Under} 1200 | 1150 | 1100 | 1050 | 1000 | 950 | 900 | 850 | 800 | 750 | 700 | 650 | 600 | 550 | 500 | 450 | 400 | 350 | 300 | 250 | 200 | 150 | 100 | 50 | BALANCE 
EARNING | ’ EARNING 
ALLOWANCE 1.15 | 1.10) 1.05/ 1.00) .95| .90| 85> 80) .75) .70) 65) 60) 55) 50) 45) 40) .35 25| .20; .15| .10| .05| 0 ALLOWANCE 
NUMBER OF | NUMBER OF 
ENTRIES | ENTRIES 
1 none | none| none} none) none| none| none| none! none| none) none| none|none|none|none, .15 | .20|) .25| 30 35 | .40 45 50) .55 i 
2 nonce | none| none) none) none| none! none! none) none| none! none| none|none| none} .15 | .20) .25|) 30) 35) 40) 45) .50 55 | .60 2 
3 none| none} none) nonc| none| none! None! none) nenc|nene|none|none|none| 15) .20) .25| .30) 35) 40) 45 50) 55) 60) .65) 3 
4 none} none! none| none| nonc| none) none) none! none| none! none) none|>.15 | .20) 25) 30) 35) 40) 245) .50 | .55| .60| .65] .70 4 
5 none} none) none| none] none! none None| none) none| none| none) .15 | .20) .25) 30 35) 40) 45) 50) 55) 60) 65) 670) .75) 5 
6 none | none] none| none! none| none|none|none| none|none| .15 | .20| .25| .30) 35) 40) 45] 50) .55| 60) 65) .70| .75| 80) 6 
7 none | none| none None mene none|none|none|hone| .15| .20) .25) .30) .35) 40) 45) 50) 55) 60) 65) .70) .75| 80) 85 7 
8 none | none|none|none|none|none|none|noenc! .15) .20) .25) 30) 35) 40) 45 | 50] .55| .60) 65) .70| .75| 80) .85| .90 8 
9 none|none|none|none|nonc|none|none| .15| .20) .25| .30| .35| .40 S$; .50;) .55| .60| .65 70| .75) .80) .85) .90| .95 9 
10 none | none) none none! none none} 15) .20 | 25 30}. .35} .40| 45] 50) 55) 60) 65) .70|) .75| 80) .85| .90| .95/ 1.00 10 
iF none|none|none|none|none| 15 | .20 20 | 25 25 | = 35| .40| 45| .50| .55| 60) .65| .70| .75| .80; 85) .90| .95/ 1.00 | 1.05 Il 
12 none|none|none|none) .15 | .20 -30 | 40) 45) 50} .55| .60) .65 7 75 | .80| .85) o4 -95 | 1.00 | 1.05 | 1.10 | 12 
13 none|none|none| .15 | .20) .25 30 | 35 ‘0 45| 50) 55) .60) .65|) .70) .75| .80) .85) .90 -95 | 1.00 | 1.05 | 1.10 | 1.15 13 
14 none|none} .15) .20|) .25)| .30 ‘35| .40| .45| .50| .55| .60| .65| .70| .75| 80] .85| .90| .95/1 “00 1.05 | 1.10 | 1.15 | 1.20} 14 
15 jnone) 15) .20) .25) 30) .35 40 5 1 50} 55 60) 65) .70) .75) .80 85} .90) .95 | 1.00 | 1.05 | 1.10) 1.15 | 1.20 | 1.25 15 
16 | 15 | -20| .25|..30) .35 | 40| 43 Ez .50| .55| .60| .65 | .70} .75| 80) .85 -90 | .95 | 1.00 | 1.05 | 1.10 1.15) 1.20 | 1.25 | 1.30 | 16 
17 |} .20) .25) .301°.35| 40) 45] .50| .55| 60) 65) .70| .75| 80) 85) .90 95 | 1.00 | 1.05 | 1.10 | 1.15 | 1.20 | 1.25 | 1.30 | 1.35 17 
18 25 | .30| 35 10} 45) 50) 55!) .60) .65| .70| .75) 80) 85) .90| .95/ 1.00 | 1.05 | 1.10 | 1.15 | 1.20 | 1.25 | 1.30 | 1.35 | 1.40 18 
19 30 | 35) 40 45| .50/) .55/ 0) .65) .70 75] 80 u5 | £90 95 | 1.00 1.05 | 1.10) 1.15 | 1.20) 1.25 | 1.300 1.35 | 1.40) 1.45 19 
20 | 35] 40) 457.50] .55| .60| .65| .70| .75 BO 85 | .90| .95 L 1.00 | 1.05 | 1.10 | 1.15 | 1.20 | 1.25 | 1.30) 1.35 | 140) 1.45 | 1.50 | 20 
} me SEE Ee EES ESE) ee UR Ja | fff i RES I" ae * | | 
21 40) 45! 50) .55| .60| .65| .70| .75) 80) 85) .90| .95| 1.00) 1.05 | BNO | 115 | 1.20 | 1.25 | 1.30 | 1.35 | 140) 145 | 1.50 | 1.55 | 21 
22 M5) 50) 55) .60) .65 “70 | 75) 80) 85) 290) 95 | 1.00) 1.05 | 1.10 | 1.15 | 1.20 | 1.25 1.30 1.35 | 1.40 | 1.45 | 1.50 | 1.55 | 1.60 | 22 
23 | 30] 55] 60) 265) 70) 75) 80! 85) 90) 95 | 1.00) 1.05 | 1.10 | 1.15 | 1.20 | 1.25 | 1.30 | 1.35 | 1.40 | 1.45 | 1.50 | 1.55 | 1.60 | 1.65 23 
24 |} oo} 60) 65) 570) .75) BO) .85 90) 95 | 1.00 | 1.05 | 1.10 | | 1.15 | 1.20 | 1.25 | 1.30) 1.35 | 1.40) 1.45 | 1.50 | 1.55 | 1.60 | 1.65 | 1.70 24 
25 |} 60) .65| .70| .75) .80) 85} .90) .95/ 1.00) 1.05 1.10) 1.1 5 | 1.20 | 1.25 | 1.30 | 1.35 | 1.40 | 1.45 1.50 | 1.55 1.60 | 1.65 1.70 1.75 | 25 
26 | 65 | .70| .75| .80| 85) .90 1.00 | 1.05 | 1.10 | 1. TAS | 130) 1.25// 1.30 1.35 | 1.40 | 1.45 | 1.50 | 1.55 | 1.60 | 1.65 | 1.70 | 1.75 | 1.80 | 26 
7 | -70| .75| 80) 85) .90| .95 i). 1 ‘00 | 1.05 | 1.10 1.15} 1. 20 | 1.25 | 1.30 | 1.35 | 1.40) 1.45 | 1.50 1.55 | 1.60 | 1.65 | 1.70 | 1.75 | 1.80 | 1.85 7 
28 rt 0 | BS | 90 | 95 | 1 00 | 1 05 | 1.10) 1.15 | 1.20 | 1.25 | 1. 30 | 1.35 | 1.40) 1.45 | 1.50 | 1.55 | 1.60 | 1.65 | 1.70 | 1.75 1.80 | 1.85 | 1.90 28 
29 BO | 35) .90 -95 | 1.00 | 1.05 | 1. 10 | 1.15 | 1.20 | 1.25 | 1. 30 | 1.35 | 1.40 | 1.45 | 1.50) 1.55 | 1.60 | 1.65 | 1.70 | 1.75 | 1.80) 1.85 1.90 1.95 | 29 
30 85 | 90) 95 1.00 1.05 | 1. 1.10 | i. 15 15 | 1.20 1.25 1.30 | 1.35) 1.40 1.45 i! 1.501) 1.55 1.60 | 1.65 | 1.70 | 1.75 | 1.80 | 1.85 | 1.90 | 1.95 | 2.00 30 
31 W | .95 | 1.00 | 1.05 | 1.10 | 1.15 | 1.20 | 1.25 | 1.30 | 1.35 | 1.40 1.45 | 1.50 | 1.55 | 1.60 | 1.65 1.70 | 1.75 | 1.80 | 1.85 | 1.90 | 1.95 | 2.60 | 2.05 | 31 
32 95 | 1.00} 1.05 | 1.10 | 0.15 | 1.20) 1.25 | 1.30 | 1.35 | 1.40 | 1.45 1.50 | 1.55 | 1.60 | 1.65 | 1.70 | 1.75 | 1.80 | 1.85 | 1. 90 | 1. -95 | 2.00 | 2.05 | 2.10 | 32 
33 1.00 | 1.05 | 1.10 | 1.15 | 1.20 | 1.25 | 1.30) 1.35 | 1.40 | 1.45-| 1.50 | 1.55 | 1.60 | 1.65 1.70 | 1.75 | 1.80 | 1.85 | 1.90 | 1.95 2.00 2.05 | 2.10 | 2.15 33 
3t 1.05 | 1.10) 1.15 | 1.20 1.25 1.30) 1.35 | 140) 1.45 | 1.50) 1.55 | 1.60 | 1.65 | 1.70 | 1.75 | 1.80 | 1.85 | 1.90 | 1.95 | 2.00 | 2.05 | 2.10 | 2.15 | 2.20 34 
35 } 2.10 | 1.05 | 1.20) 1.25 | 1.30) 1.35 | 1.400 1.45 | 1.50) 1.55 1.60 | 1.65 | 1.70 | 1.75 | 1.80 | 1.85 | 1.90 1.95 | 2.00 | 2.05 | 2.10 | 2.15 | 2.20 2.25 | 35 
26 F105 | 1.20! 1.25 | 1.90 11.35 | 1.40 | 1.45 | 1.50) 1.55 | 1.60! 1.65 | 1.70 | 1.75 | 1.80 | 1.85 | 1.90 | 1.95 | 2.00 | 2.05 | 2.10 | 2.15 | 2.20 | 2.25 | 2.30 | 36 
37 } 1.20 1.25) 1.30) 1.35 | 1.40 1.45 1.50 | 1.55 | 1.00) 1.65 | 1.70 | 1.75 | 1.80 | 1.85 | 1.90 | 1.95 | 2.00 | 2.05 | 2.10 | 2.15 | 2.20 | 2.25 | 2.30 | 2.35 37 
38 | 1.25 | 1.30) 1.35 1.40) 1.45 | 1.50 1.55 | 1.60 | 1.65 1.70 1.75 | 1.80 | 1.85 1.90 | 1.95 | 2.00 | 2.05 2.10 | 2.15 | 2.20 | 2.25 | 2.30 | 2.35 2.40 38 
39 1.30 | 1.35 | 1.40) 1.45 1.50 | 1.55 | 1.60 | 1.65 11.70 | 1.75 | 1.80 | 1.85 | 1.90 1.95 | 2.00 | 2.05 | 2.10 | 2.15 | 2.20 | 2.25 | 2.30 | 2.35 | 2.40 | 2.45 39 
w | 1.35 | 1.40 | 1.45 | 1.50 | 1.55 | 1.60 1.65 | 1.70 | 1.75 | 1.80 | 1.85 | 1.90 | 1.95 | 2.00 | 2.05 | 2.10 | 2.15 | 2.20 | 2.25 | 2.30 | 2.35 | 2.40 | 2.45 | 2.50 10 



















































































Specimen chart, included in report, is suggested aid in applying simplified formula 


uncollected funds should always be a 
direct charge if it is to be effective in 
discouraging the practice of issuing 
such checks. Similarly, the cost of 
imprinting check books, furnishing 
endorsement stamps, and other out- 
of-pocket-expense incurred on behalf 
of a depositor should be charged di- 
rectly to him, and the cost of these 
services should not be included as a 
factor in account analysis, whether 
detailed or simplified. 

By means of a chart similar to the 
specimen reproduced in this article 
(revised to reflect each bank’s own 
earning allowance, maintenance fac- 
tor, and average item rate) the com- 
mittee believes that the formula can 
be applied with a minimum of effort 
and expense. The chart will show at a 
glance the charge for any month in 
which the balance is not large enough 
to cover the activity, as well as the 
balance required to cover the activity 
without charge. 

The specimen chart is based on a 
rate of five cents for each debit and 
credit ledger entry (except service 
charge debits) and for each entry on 
each deposit slip (except ‘‘on us’ 
checks deposited) plus 50 cents for 
account maintenance, less an earnings 
allowance of five cents for each $50 
of minimum balance. 
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Though the committee believes that 
the rates used in this chart are fairly 
representative of average earnings and 
costs of banks generally, it cautions 
that they are not universally applica- 
ble. A similar chart, however, can be 
developed, on the basis of any different 
factors which an individual bank may 
wish to use. 

Besides preparing the new formula 
and the specimen chart for the simpli- 
fied program, our committee took two 
other steps. It prepared a section on 
its recommendations, and the reasons 
for them, and a section on its observa- 
tions and opinions on prevailing service 
charge practices. 


[N the first of these sections, the 
committee states: 

1. To be fair, a charge for checking 
account service should amount to no 
more than the difference between (a) 
the price of the service rendered, which 
should be consistent with costs and at 
a level which will attract more business, 
and (b) the amount of earnings which 
a bank may be justified in allocating 
to the absorption of service costs from 
net income on the investable portion 
of the money which the users of its 
services leave on deposit. 

2. It follows that all monthly ‘“‘flat 
charges” and most so-called ‘“‘measured 


charges”’ violate the fundamental prin- 
ciples which underlie the determina- 
tion of fair service charges. 

3. Although costs and earning rates 
vary among banks, the committee 
does not believe that such differences 
are wide enough to justify the extreme 
variations in service charge rates dis- 
closed by the survey of the New York 
State Banking Department. Never- 
theless, the committee can do no more 
than offer a formula which it believes 
will be easily adaptable to any schedule 
of rates.: It cannot, and does not, 
recommend any specific rate or rates. 
Rather, it suggests that each bank 
carefully compute its own rates and 
apply them by means of the service 
charge formula recommended in this 
report. 

4. It would seem that to attain 
the maximum degree of fairness and 
salability in service charges, their 
computation should be made either 
by means of a complete analysis form- 
ula, or by means of a_ simplified 
formula the use of which will produce 
approximately the same results as com- 
plete analysis. 

5. The committee does not urge the 
adoption of its simplified formula by 
banks that now analyze all accounts 
by means of complete or full analysis 

See NEW SERVICE CHARGES—Page 60 
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The quick-thinking old director shoots 
for a safe deposit recovery, following 
loss of a customer’s greatest. treasure 


MR. CLUTCHBILL 
and the Lucky Penny 
That Took Flight 


ITH his face as pale as parch- 

ment Mr. Brixton Fogg reached 

out a bony fist and pounded 

loudly on the front office door of the 
Ferndale National Bank. 

Cashier John Atwood rapidly jerked 


By 
FRED COPELAND 


his chin loose from his collar while 
Director Clutchbill glared around 
through a twisted pair of spectacles. 
In a moment John had the door open. 
“I have lost my greatest possession,” 
gasped Mr. Fogg scuffing in with his 
safe deposit box held in both hands. 
“Wh ... what on earth was it?” 
asked Mr. Clutchbill quickly. 
“My lucky British penny.” 
“A... only a penny?” 
“It’s not to be taken 


lightly,” 
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bristled Mr. Fogg backing scramblingly 
into a chair. 

“But we can furnish you with any 
kine of...” 

“No you can’t, not another one 
lucky as that,” panted Mr. Fogg 
pointing an ancient finger over his 
safe deposit box at Mr. Clutchbill’s 
gray goatee. “I found that penny on 
the steps of the Bank of England when 
I was but a mere lad. It began bring- 
ing me luck till now I’m worth a 
hundred thousand.” 

*‘A hundred thousand!’ Cashier 
John Atwood subsided slowly in his 


desk chair. “You won’t need that 
penny any more.” 
“Yes, I will... yes, I will!’ almost 


Mr. Clutchbill 
leaned forward 
with the old muz- 
sle following a 
wildly flapping bird 
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screamed Mr. Fogg. 
penny my fortune will go. 
eighty —it would kill me.” 


“If I lose that 
I’m rising 


Director Clutchbill, 
down, stared at Mr. 
motionless eye. 

“Mr. Fogg, it has always been the 
opinion of this bank that a live dog is 
better than a dead one. We aim to 


who had sat 
Fogg with a 


keep our customers on their feet. 
Before we go into action, are you cer- 
tain the penny is really lost?” 

“Where is it?” promptly invited 
Mr. Fogg throwing back the lid of his 
“I always keep it 
I paid three pounds a year 


safe deposit box. 
in here. 






Oe a, 
\Ww ”* 


for twenty years to keep it in a deposit 
box in England before I came over 
years ago. It’s gone! I’ve shook out 
every paper!” 

“‘Landsakes, it’s got to be in the 
coupon room or on the way to the 
vault or in the vault,” consoled John. 

“I’ve been down on my hands and 
knees in all of those places. It’s gone!” 

‘““Maybe you lost it the last time 
you were here,” broke in Mr. Clutch- 
bill. 

“I’m certain it was in the box when 
I put it away last time, a week ago 
today.” 

““Was any one near you while you 
were at your box a week ago?”’ 

“T was utterly alone.” 

“See who came in that day,” ordered 
Mr. Clutchbill turning to John. ‘‘May- 
be someone picked it up.” 

While John was out examining the 
records Mr. Fogg leaned close to the 
old director. 

“If someone has found that penny,” 
he intoned in a deep whisper, ‘‘we’ll 
never get it. It’s a lucky penny... 
it’ll stick to whoever finds it and bring 
?em luck —I know it’s power.” 

A few moments later John returned. 
‘**There was only one other safe deposit 
box customer that day. It was Iry 
Bagley. He wouldn’t touch a penny if 
it was right under his nose.” 

“Better call him up, anyhow, 
gested Mr. Clutchbill. 

Shortly John had Mr. Bagley on the 
line. 
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WASHINGTON VIEWPOINT 











Treasury Financing 


Banks and other institutional in- 
vestors late in September are to obtain 
their long-sought 2% per cent Gov- 
ernment bonds, and meanwhile the 
Treasury will save $17,000,000 an- 
nually under a new short-term financ- 
ing plan announced by the Treasury 
Department recently. 

In effect, the Government took a 
saving of interest on short-term securi- 
ties in order to be able to meet the 
extra cost of issuing the new high- 
yield, long-term securities which the 
banks have so long desired. 

The new 2% per cent issue, dated 
October 1, 1947, will be confined to 
fiduciary investors. It is to be a non- 
marketable issue whose sales are 
limited to institutional investors hold- 
ing savings and pension funds, and to 
commercial banks holding savings de- 
posits. Details of the formula to de- 


By N. P. GREGORY, 


Washington Correspondent 


termine eligibility of buyers and to 
guard against improper distribution 
were to be published later, officials 
said. 

The maturity of the 2% per cent 
issue was not announced, nor was a 
limit set on the quantity to be issued. 
It was assumed by observers that the 
Treasury would make this an open-end 
issue. It was noted that this is the 
first issue of 214 per cent bonds since 
November, 1945. 

This issue will not entail a suspen- 
sion or withdrawal of savings bonds, 
the Treasury said. These will continue 
to be issued up to present limits per 
holder, which are $3,750 of the 2.9 per 
cent and $100,000 of the 2% per cent 
issues. 

In addition to the foregoing items, 
there was announced the “intention to 
supplement such issues by offerings of 
securities primarily for institutional 



















investors, whenever the situation war- 
rants such action.” 

In the short-term area, the refunding 
of $2,341,000,000 of Treasury certifi- 
cates was for new certificates maturing 
in 10 months, with interest at % per 
cent per annum. This exchange was 
dated August 20. 

In addition, the refunding of two 
issues of Treasury notes will show 
drastic redesign of the short-term 
financing policy. It will be effective 
September 15. ° 

Notes dated December 1, 1944, 
amounting to $1,687,000,000 at 1% 
per cent, are to be redeemed through 
exchange for new 1214-month notes at 
1 percent perannum. The same 12%- 
month notes are to be exchanged for 
notes dated July 12, 1943, amounting 
to $2,707,000,000 at 1% per cent. 

This exchange effects a saving of 
28.8 per cent of the interest cost, or 
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$17,000,000 annually. It is a 20 per 
cent reduction for the 1% per cent 
holders, and a 334% per cent reduction 
for the 1% per cent holders. 

These modifications of the refunding 
policy were in partial compliance with 
the recommendations of bankers who 
consulted with Treasury officials in 
mid-July. The specific recommenda- 
tions which the A. B. A. Committee 
on Treasury Borrowing made were as 
follows: 

1. A return to the quarterly financ- 
ing policy, which would give more 
flexibility in fixing rates. 

2. The September 15, $4,200,000,- 
000 of Treasury notes and October 15, 


$759,000,000 of 4% per cent bonds 
could be funded into short-term issues. 

3. Should explore the possibility of 
issuing a long+term 2% per cent “‘tap”’ 
type of bond, after the order of the 
G series, limited to possibly $1,000,- 
000,000. 


° Sd 


G. I. Home Loans 


Government buying of G. I. loans, 
in order to replenish the funds of 
mortgage lenders, has been approved 
by the Senate but it faces a bleak out- 
look in the House. It now rests with 
the House Banking Committee, where 
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the decision was first made to abolish 
the authority of RFC to buy up these 
loans. 

Most of the clamor for reinstate- 
ment of the ““RFC secondary market” 
has originated with realtor-owned 
mortgage companies. Commercial 
banks and savings and loan associa- 
tions, having accounted for only one 
third of RFC’s purchases, raised 
relatively little protest. 

Both RFC and the Veterans Ad- 
ministration gave guarded endorse- 
ments to the Sparkman bill, which 
would set a limit of $100,000,000 on 
such RFC purchases. Both of these 
agencies made it clear in Banking Com- 
mittee testimony that any new buying 
authority should contain watertight 
safeguards against opportunistic abuse. 

A typical abuse cited was the prac- 
tice of non-supervised mortgage 
brokers who habitually “dumped” all 
of their loans, in order to build up a 
large volume of business based on the 
lg per cent service fee. RFC Chair- 
man John D. Goodloe disclosed that 
one such operator actually built up a 
servicing business grossing annual fees 
of $40,000, without risking a penny of 
invested capital in the servicing busi- 
ness. 

Banking Committee Chairman Jesse 
P. Wolcott told the House that the 
brokers were selling their better loans 
on the private market at a permium of 
as much as 1 per cent. Such a premium 
for good loans, he reasoned, meant 
that only poorer loans would be offered 
to RFC. 

The Sparkman bill’s chances of pas- 
sage have been generally rated as 
dubious. 

+ ” * 


Bank: Legislation 


Two important banking proposals 
which fell by the wayside were the 
Tobey bank holding company bill and 
the Tobey loan-guarantee bill. Al- 
though unanimously reported by the 
Senate Banking Committee both bills 
were later pigeonholed. 

The holding company bill, written 
and sponsored by the Federal Reserve 
Board, met objection each time it was 
called up on the Senate voting calen- 
dar. In the House, it did not pass 
through the hearing stage. During the 
session’s closing days, efforts to com- 
plete hearings were blocked by the 
outcrop of several unexpected contro- 
versies over the effects of the bill on 
“unintended victims.” 

It was indicated in correspondence 
between Chairman Wolcott and L. M. 
Giannini, president of Bank of America, 
that hearings would be resumed next 
year. No-definite time was fixed. 

The loan-guaranty bill, which would 
allow the Federal Reserve Banks to 
guarantee 90 per cent of bankers’ busi- 
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ness loans, was equally unsuccessful in 
reaching a Senate vote. This measure 
was actively opposed by the American 
Bankers Association. 

Although House Banking Commit- 
tee hearings took place on this bill, 
there was no report. Outspoken oppo- 
sition was expressed by senior mem- 
bers, who favored letting RFC render 
such services to the banks, if needed. 
The Committee’s approval of the RFC 
extension bill has been interpreted as a 
rejection of the Federal Reserve loan- 
guaranty plan. 

A minor measure now awaiting 
Senate action is the Committee-ap- 


proved Buck bill reducing to 1 per cent 
the interest paid on postal savings. A 
companion bill has been introduced in 
the House. For sponsoring this 
measure, Senator Buck, of Delaware, 
won the Communist Party’s denuncia- 
tion as the ““Meanest Man in Wash- 
ington.” 


Savings, Loan Laws 


Savings and loan associations would 
have been affected by numerous bills 
considered by the Banking Commit- 
tees of both Chambers, but the final 
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The specialized facilities of the Foreign 
Department of this bank, our world-wide 
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Thus, to the advantages inherent in the cen- 
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tally showed only two measures on the 
lawbooks. 

The United States Savings and Loan 
League sponsored a measure authoriz- 
ing Federal savings and loan associa- 
tions to make loans for home moderni- 
zation up to $1,500 without the 
requirement of mortgage collateral. 
This measure was opposed by the 
American Bankers Association, but 
was not opposed by either the Home 
Loan Bank Administration or the 
National Savings.and Loan League. 
This bill became law without dissent- 
ing vote. 

The United States League also won 
approval of a measure which permits 
the pledging of 25-year loans as Home 
Loan Bank collateral. The previous 
maximum of 20 years was thus ad- 
justed to conform with the longer ma- 
turity authorized under the G. I. bill. 

There were a number of other 
measures proposed by the two Leagues, 
dealing with the relationship between 
savings-loan units and their Federal 
supervisors. The U.S. League and the 
National League were consistently in 
disagreement on such measures, and 
frequently the Federal Home Loan 
Bank Administration disagreed with 
both of the trade organizations. 

Savings-loan officials believe that 
Congress will pass the bill reducing 
from 1/8 per cent to 1/12 per cent the 
insurance assessment rate of the Fed- 
eral Savings and Loan _ Insurance 
Corporation. Last year’s bill, vetoed 
by President Truman, has been re- 
tailored to meet the White House 
objections. 


The FDIC 


The Federal Deposit Insurance Cor- 
poration wriggled out of one financial 
coil, and narrowly missed being meshed 
in another. 

After prolonged hearings, the FDIC 
stock-retirement bill was reported 
favorably by the House Banking Com- 
mittee. During debate prior to the 
Senate vote, the bill was stripped of a 
provision for Budget Bureau control 
of FDIC expenditures, on the insist- 
ence of Senator Vandenberg, of Michi- 
gan. It passed the House in the same 
form. 

This measure, which the President 
approved after Congress adjourned, 
permits the FDIC to pay back the 
$150,000,000 of stock owned by the 
Treasury and the $139,000,000 owned 
by the Federal Reserve Banks, the 
latter payment being diverted into the 
Treasury by agreement. 

The total surplus of the Corporation 
is not to drop below $1,000,000,000 as 
a result of the repayments, which are 
accordingly estimated to be completed 
at the end of 1948. No provision for 
reduction of insurance premiums was 
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BALANCE SHEET 
..- as of June 30, 1947 





ASSETS 


CASH IN BANKS AND ON HAND ............. $ 284,875.18 
ACCOUNTS AND NOTES RECEIVABLE — 








Over 90% Secured by Warehouse Liens ....... 1,633,496.87 
DEPOSITS WITH INSURANCE COMPANIES ........ 8,638.99 
TOTAL CURRENT ASSETS....... $1,927,011.04 
WAREHOUSE AND OFFICE EQUIPMENT. ......... 96,784.09 
ROMs so. wh eae: ee ae Se $226,392.41 
Less Reserve for Depreciation ra kecat 129,608.32 
DEFERRED CHARGES TO FUTURE OPERATIONS ..... 136,572.17 
Prepaid Insurance ........... $ 11,620.92 
Inventory of Stationery and 
Warehouse Supplies ......... 24,201.39 
Improvements to Leased Properties. . . 75,519.99 
Other Prepaid Expenses ........ 25,229.87 
UNAMORTIZED COST OF ADDITIONAL FIELD 
WAREHOUSING BUSINESS PURCHASED ....... 10,000.00 
COOPERS, 6 6 Se 6 ew ee Ele a eee 0 06 1.00 
TOTAL ASSETS .... ee eevee. $2,170,368.30 





LIABILITIES, RESERVES AND CAPITAL 








ROGOUMTS PAY ABBE 6: is. dé. 6. 6) SER TES Bo Se aie eS $ 216,885.28 
NOTES PAYABLE TO Dies: <6. 5.58 hes stew oe ee 451,000.00 
MEXOUIGD TARE — MAT To biel bole 0s Pees 292,296.00 
Income Tax Withheld from Employees $ 89,453.98 
Social Security Tamés . 6... .555. 141,922.79 
Federal Taxes on 1946 Income ..... 60,919.23 
"TUF E PAs Se WORD cies we Sige ee» $ 960,181.28 
SUM cb. SG hae oa, A Be Sd SAR ESM BUR OT Es GUT A, 150,951.81 
For Employees’ Profit-Sharing Plan — 
WD. 2 nang uta bee Bon ta eee $ 70,000.00 
For Federal Tax on 1947 Income — 
NEE "Sek Gk Gee OO wk ee 80,951.81 
TOLAL LIABILITIOS: AND RESERVES. ons 0.09.5 ow ae $1,111,133.09 
CAPITAL STOCK — AT STATED VALUE . 2 «© 6 0.80 es 573,745.00 


Cumulative 6% Convertible Preferred 
Stock Outstanding — 8001 shares — 





$25.00 per VON. 2. es we $200,225.00 
Common Stock Outstanding — 
25,784 shares — no par value. ... 373,520.00 
WE: . c5ck cs pale eee eden oad 485,490.21 
Paitin Seteieb. sc... 6 0c Wats $ 11,954.20 
een ee ar 473,536.01 
TOTAL LIABILITIES, SURPLUS AND CAPITAL .. . . $2,170,368.30 








“All claims ybstantiated machines have more 
than ‘paid their WOY" number of commercial 
accounts has increased 30% handle the in- 


creased volume with same number of tellers 


Union Bank & Trust Company 
Los Angeles, California 


"Both desirable and necessary machines of 
great assistance to tellers In speeding up counter 
work and In providing a complete ovdit record of 
all transactions customers” reaction has been 


uniformly favorable teller reaction excellent 


Howard National Bank & Trust Company 


Burlington, Vermont 


FIGURING 
, ACCOUNTIN 
G, STATISTICAL AND CASH REGISTE 
RING MACH 
INES 


“Well received «°° faster service 0 customers, 
easier training of new tellers, protection to bank 
and customer on all transactions - -° believe that 


it is only o matter of time when all banks will eliminate 


commercial passbooks in favor of this operation 


Puget Sound National Bank 
Tacoma, Washington 
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THE COMMERCIAL TELLER’S CAGE 
GOES MODERN WITH MECHANIZED SERVICE 


New machines are being shipped out to 
banks every day . . . new orders keep 
pouring in every day! That alone tells you 
that the Burroughs Commercial Teller’s 
Machine represents a really significant 


development in modern banking service. 


You can expect this new service to bring 
you praise from customers, increased effi- 
ciency from tellers, more goodwill and 
favorable publicity in general. That’s been 


the experience of banks all over America 


that have mechanized with Burroughs 


Commercial Teller’s Machines. 


Your nearest Burroughs office will give 
you complete information about this great 
new development. The installation expe- 
riences of other banks . . . how easily the 
change-over to mechanized window serv- 
ice is handled . . . customer reactions ... 
publicity opportunities—your Burroughs 
office has the answers to all your questions 


ready for you now. Call today. 


BURROUGHS COMMERCIAL TELLER’S MACHINE—A NOTABLE ADVANCEMENT IN CUSTOMER SERVICE 
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MACHINE SUPPLIES 


FASTER SERVICE—transaction time and lobby con- 
gestion reduced as much as 30 %. 


BETTER SERVICE—neat, printed receipts identify 
every deposit by number and by teller. 


GREATER PROTECTION —registered receipts prove 
bank’s and customer’s records identical. 


FEWER INTERRUPTIONS IN WINDOW SERVICE 
—tellers need not neglect customers to prepare items 
for proof department; cash-in and cash-out totals 
instantly available. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 


ot THE MARK OF SUPERIORITY 


IN MODERN BUSINESS MACHINES 






































ANGLO IS 


Banks seeking a Western correspondent service will find 
that Anglo Bank’s central location on the West Coast, 
plus 74 years of experience as a bankers’ bank, offers 
them a valuable asset. San Francisco, the financial center 
of the West Coast, is Anglo’s headquarters for 23 offices 
located in 13 important California cities. 


ANGLO 


CALIFORNIA NATIONAL 


HEAD OFFICE: 
1 SANSOME STREET 


SAN FRANCISCO 20 
CALIFORNIA 





Growing and Building with the West since 1873 


Member Federal Reserve System * Member Federal Deposit Insurance Corporation 
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(Recent Construction) 


COMMERCIAL BANK OF CHAMPAIGN, ILL. 


THOMAS HAGAN, President 


We invite your inquiry on our full 
list of completed banks. 


A.A. HENKEL & ASSOCIATES, INC. 


Bank Designers and Engineers 
333 North Michigan Avenue 
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included. The FDIC was given the 
authority to draw upon the Treasury 
up to $3,000,000,000 to meet bank- 
distress situations of unexpected mag- 
nitude. 

This enactment had the effect of re- 
moving the FDIC from the class of 
subsidized corporations and from the 
suggestion of political influence because 
of the subsidy. However, there was a 
simultaneous move to impose political 
purse-string control through a different 
process. 

The Budget Bureau has been known 
to favor closer Administration super- 
vision of FDIC budget and manage- 
ment procedures. This craving found 
expression in two legislative ‘‘riders’”’ 
on FDIC bills. One was the budget 
clause which Senator Vandenberg suc- 
ceeded in cutting from the capital 
stock retirement bill. 

The other budget-corralling rider 
was affixed to the Government Corpo- 
rations Appropriations bill, and was 
persistently advocated by the House 
Appropriations Committee, whose 
spokesman was Representative Ploeser 
of Missouri. 

The Ploeser rider was eliminated 
only when it became clear that the 
Senate had made up its mind by 83 to 
1 to insist on preserving the autonomy 
of the deposit-insurance agency. 
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Farm Credit 


Farm credit legislative proposals 
showed no positive trend toward either 
easier or stiffer credit terms, but at the 
close of the session there were a num- 
ber of interesting possibilities. 

The centralization of agricultural 
credit into a non-political image of the 
Federal Reserve System was listed by 
House and Senate leaders at the open- 
ing of the session as a major reform 
project to be enacted. It was first 
scheduled for hearings during House 
Agriculture Committee hearings on 
long-range farm policy. 

Other issues, however, intervened to 
prevent consideration of the Hope- 
Capper bill to merge the farm credit 
agencies. These intervening issues 
spotlighted the continuing rivalry be- 
tween “‘hard-credit”’ bankers and “‘soft- 
credit” advocates of easy-money loans. 

The first outburst of hard-soft credit 
rivalry occurred when the American 
Bankers Association took the stand to 
oppose the making of 75 per cent farm 
mortgages by the Land Bank Com- 
missioner, using the powers and funds 
of the Federal Farm Mortgage Corpo- 
ration. The association was successful 
in this skirmish, since the Commis- 
sioner’s authority was not renewed. 

The second clash took place when 
the White House invited agricultural 
lenders to meet in Washington at a 
conference designed to evolve an anti- 
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"it’s to settle an argument 


on which is the nearest 


Pennsylvania Company office!”’ 


That’s doing it the hard way. It would be much 
easier to drop us a line and let us tell you where 
our 18 offices are located. You'd learn then that 
they spread conveniently throughout Philadelphia 
and its suburbs. 


This is important to you as a present or pros- 
pective Correspondent Bank, for it means that, 
wherever your customers are located in this large 
industrial area, one of our offices is in the neigh- 
borhood ready to serve them. 


Our correspondents find this a real help. They 
also find it useful to have at their disposal the 


extensive facilities of a large bank and of one of 
the nation’s oldest and largest trust companies. 


As a Pennsylvania Company correspondent, 
you'll appreciate the speed with which we handle 
all transit and collection items, and our heavy use 
of air mail in clearing checks. You'll find it help- 
ful, too, to use our offices as your headquarters 
whenever business calls you to Philadelphia. 

There are many other advantages and services 
we can offer. If you'll write us—at 15th and 
Chestnut Streets, Philadelphia 1, Pa.—we’ll tell 
you more about them. No obligation, naturally. 


THE 
PENNSYLVANIA 
COMPANY 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM a 
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inflationary pricing plan for farm prop- 
erties. This meeting was marked by 
mutual charges of inflationary lending 
practices, exchanged by the American 
Bankers Association and Farm Credit 
Administration. 

At the next session, Congressional 
action is expected on the Pace bill to 
raise the interest rate on farm-tenant 
loans to 4 per cent. Farmers Home 
Administrator D. B. Lasseter has an- 
nounced plans for a series of “pilot 
loans” at the existing 3% per cent 
rate, for the purpose of testing the 
acceptability of the insured loans in 
the eyes of country bankers. 

Farm Credit officials do not expect 
Congress to pass the Rogers bill pro- 
viding 3 per cent, 40-year, 100 per 
cent coverage loans to farmer-vet- 
erans. This measure, approved by the 
House Veterans Committee, covers 
both real and personal property. 


sf ¢ * 


Terminal Leave Bonds 


Regulations for the cashing of termi- 
nal leave bonds do not differ materially 
from those governing savings bond 
redemptions. Commercial and savings 
banks and savings and loan associa- 
tions, which now have bond-cashing 
authority, are authorized to handle the 
terminal leave certificates. A table of 
interest accruals is being distributed 
for convenience in calculating the cash 
value of the bonds. 

The chief restriction to be observed 
is the matter of positive identification 
of the payee as the original holder. 
Treasury officials have pointed out 
that this requirement will be given 
special enforcement attention. Al- 
though all redemptions are technically 
subject to the same identification regu- 
lation, previous laxity of enforcement 
has been tacitly admitted. 


o Sd o 


Special Bills 


A special type of dwelling for legless 
veterans has been designed by the 
Veterans Administration, and legisla- 
tion is pending to make it easier for the 
paraplegics to obtain real-life copies. 

Another special-type housing bill ap- 
proved by the House Veterans Com- 
mittee was the Donohue bill for 100 
per cent loans on veterans’ homes, 
equally divided between private lend- 
ers and the Government. The first 
mortgage would be a 33-year private 
loan. The second mortgage was de- 
signed to be a similar Government 
loan, but deferred as to payments of 
principal or interest until the first 
mortgage was entirely paid off. 

General Bradley, terming this type 
of protracted financing “unsound,” 
declined to give the Donohue Bill the 
V. A.’s endorsement. 
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Hand Operated (Model CA) 
Brandt Coin Counter and _ 
Packager. 


This sturdy BRANDT machine saves a 
vast amount of time in the counting and 
packaging of coins. It will pay for itself 
in a surprisingly short time. 



























This equipment is precision built and 
thus assures absolute accuracy. 


All denominations of coins from pennies 
to dollars, inclusive—also tokens are han- 
dled by this equipment. The machine 
may be set by the operator for continu- 
ous count or counts in quantities of 10 to 
50 in steps of 5. Coins may be counted 
into bags or coin wrappers. 


Every bank should have at least one 
Brandt Coin Counter and Packager. 


OTHER BRANDT-MADE PRODUCTS include: 


@ Brandt Automatic Cashiers 
(COIN PAYING and COIN CHANGING MACHINES) 


@ Brandt Coin Sorting and Counting Machines Bank Special, motor driven, 
® Brandt Coin Storage Trays can be supplied with or 
ALSO without stand and extra 


attachments. 


@ Brandt Coin Wrappers and Bill Straps 









Brandt Automatic Cashier Co., Watertown, Wisconsin 


Please send complete information regarding 
{_] BRANDT COIN COUNTERS and PACKAGERS 
Also send information regarding the following Brandt Products: 

















[_] Automatic Cashiers [(_] Coin Storage Trays 
Automatic Cashiers (poying and changing) (_] Coin Sorters and Counters (_] Coin Wrappers and Bill Straps 
Coin Counters and Packagers * Coin BANK NAME. 
Sorters and Counters * Coin Storage . 
Trays * Coin Wrappers and Bill Straps — 
City Zone State 


“*BRANDT’"’ and ‘‘CASHIER”’ registered United States Patent Office and Canadian Trade Marks Office 
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“It broadens 
our horizons” 


Yes, the Bank and Agent Auto Plan broadens a 
bank’s horizons — in three ways. To the bank’s own 
new-business facilities, it adds the concerted efforts 
of insurance salesmen. It produces more business 
from present bank customers, who may have thought 
it easier to finance through a dealer. It is a steady 
source of desirable new customers, many of whom 
are already on the books of local agents. 

Day by day, co-operating insurance agents call on 
the type of men you will be glad to have as customers. 
Whenever the conversation uncovers interest in a new 
car, they sell the services of co-operating banks. The 
Bank and Agent Auto Plan has proved its ability to 
produce a growing volume of desirable loans. It has 


gained ready acceptance by bankers, insurance men 


and their customers. 


/ 


ETNA CASUALTY AND SURETY COMPANY 
Affiliated with tna Life Insurance Company 
AUTOMOBILE INSURANCE COMPANY e STANDARD FIRE INSURANCE COMPANY 


HARTFORD CONNECTICUT 
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THE PERSONALITY SPOTLIGHT 











HAROLD H. HELM 





N. BAXTER JACKSON 


They comprise new top team at the Chemical Bank, New York City 


There’s a 46-year-old president 
now at the helm of ‘Old Bullion,” 
the Chemical Bank & Trust Com- 
pany, New York City. He is 
Harold H. Helm, who has been 
moving steadily up the ranks since 
1920, his latest advancement being 
from the post of first vice-president 
to which he was elected in 1946. 

His close teammate throughout the 
years, N. Baxter Jackson, has 
moved up from president to chair- 
man of the board and chief executive 
officer. He succeeds Frank K. 
Houston, who has relinquished his 
active duties as board chairman in 
accordance with the bank’s retire- 
ment program. Mr. Houston is now 
honorary chairman of the board, and 
vice-chairman of the executive com- 
mittee of which Percy H. Johnston 
is chairman. 

The Jackson-Helm team was 
formed when Harold Helm, fresh 
from Princeton at the age of 19, 
started as an investigator in the 
bank’s credit department under the 
direction of Mr. Jackson who had 
just come to New York from the 
American National Bank in Nash- 
ville, Tennessee. Later both worked 
on business development in the 
southern states, and throughout the 
years their careers have _ closely 
paralleled. 

+ 


The vice-chairman of the board of 
Celanese Corporation of America, 
John Adrian Larkin, has been 
elected chairman of the board of 
Fulton Trust Company of New York. 
Mr. Larkin who remains vice-chair- 
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man of the Celanese Corporation has 
been a director of Fulton Trust since 
1928. Edmund P. Rogers, for- 
merly board chairman, has _ been 


named honorary chairman. He was 
president from 1925 to 1934 when he 
was made chairman of the executive 
committee, and he has been board 
chairman since 1945. 


¢ 


R. H. Kilgore, former president 
of the Citizens State Bank, El 
Dorado, Kansas, has been named 
president of the Union National 
Bank of Wichita. He succeeds 
W. B. Harrison, president since 
1919, who has become active chair- 
man of the board. 


o 


New president of the Lynchburg 
(Virginia) National Bank & Trust 
Company is Giles H. Miller, for- 
mer vice-president and trust officer. 
He succeeds Allen Cucullu, presi- 
dent since 1931, who has become 
chairman of the board. 

Mr. Cucullu has been with the 
bank since 1909, while Mr. Miller’s 
service dates back to 1920 and he 
has been in banking since 1897. 
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THE PREFERRED NO-MINIMUM-BALANCE PLAN 





Here are six sound reasons why every month 
an increasing number of important banks are 
installing the modern ThriftiCheck system 


1. It is the simplest and least-involved plan for both bank and cus- 
tomer—including prepayment for the checkbook. 
2. Its speed and economy in internal operations greatly reduces costs. 


3. ThriftiCheck’s special advantages attract many new customers and 


assure profitable account volume. 


4. ThriftiCheck’s strongest sales feature appeals forcibly to the public— 
the imprinting of the depositor’s name on every check, and immediate 


delivery of the checkbook. 


5. Account mortality is reduced by the customer’s appreciation of 


ThriftiCheck features. 


6. ThriftiCheck’s popularity builds good will and develops new business 


for other departments. 


New ThriftiCheck Brochure Sent on Request 


- 
BANKERS DEVELOPMENT CORPORATION 


31 Nassau Street, New York 5, N. Y. 


Rector 2-7580 











GUT RECORD-KEEPING COSTS 


ONE THIRD! 





HK CONTROLS INVENTORY 


Hr PRESENTS SALES 
PICTURE 


HW FLASHES PROFIT 
LEAKS 


‘ \) % spots propuction 


4 LAGS 
“ 


¥ Quickest, Easiest Way Is With 


cos. Sw VISIBLE RECORD 
inserted extra fast 


in exclusive 
G/W holders. 


EQUIPMENT! 


Keep your business facts and figures right 
at the tips of your fingers! G/W visible 
record equipment tells at a glance the 
condition of inventory and sales standing, 
spots production lags, flashes profit leaks. 

















Cards are 
removed instantly. 
Holder marks 
place in tray. 


It not only raises efficiency to the max- 
imum, but it actually cuts clerical time in 
filing and finding records by as much as 
one-third. 


G/W visible record equipment is built 
to give lifetime service and satisfaction. 
Get yours now. 


For further information, call your G/W 
dealer or write The Globe-Wernicke Com- 
pany, Norwood, Cincinnati 12, Ohio for 
a free descriptive circular. 


Globe - Wernicke steric 


Bookcases 














Cards lie flat, 
easy to write on 
front or back. 


FILING EQUIPMENT AND SYSTEMS 





Stationers’ Supplies 














Other promotions have advanced 
L. Lyons Davidson to vice- presi- 
dent, Elias Richards, Jr., to vice- 
president and trust officer, and John 
T. Percy to assistant trust officer. 


° 


From assistant secretary of war to 
executive vice-president of Fidelity- 
Philadelphia Trust Company is the 
shift which Howard C. Petersen is 
making effec- 
tive September 
22. A member 
of the New 
York Bar, Mr. 
Petersen was 
one of the prin- 
cipal drafters of 
the Selective 
Service Act. He 
later worked 
closely with 
Secretary of 
War Robert P. 
Patterson, and succeeded John J. 
McCloy as assistant secretary in 
1945. His duties have included 
supervision of military government 
activities by the army in Germany, 
Japan, Korea, Austria and Italy. 

Several important executive re- 
assignments have recently been made 
at Fidelity-Philadelphia Trust Com- 
pany. Frederic C. Wheeler, vice- 
president, has been made vice-presi- 
dent in charge of new business and 
public relations. John S. Malick, 
vice-president, has become vice-presi- 
dent in charge of the banking and 
commercial departments. Thomas 
L. Ralph, senior trust investment 
officer, is mow vice-president in 
charge of the trust investment de- 
partment. Maurice Griest, real 
estate officer, has assumed charge of 
the real estate department, 





H. C. PETERSEN 


* 


At the September 17 election in 
conjunction with the 55th annual 
convention of 
the U. S. Sav- 
ings and Loan 
League, San 
Francisco, 
Col. Ralph M. 
Smith of West 
Somerville, 
Massachusetts, 
is scheduled to 
become the new 
president. He 
is president of 
the Middlesex 
Savings and Loan Association, was 
president of the Massachusetts Co- 
Operative Bank League in 1936, and 
served as state director of the Selec- 
tive Service for Massachusetts from 
1942 to 1945. He succeeds Walter 
W. McAllister of San Antonio, 
Texas, as president of the League. 


R. M. SMITH 


Burroughs Clearing House 








Shoko 











Slated to become the League’s 
new vice-president is M. K. M. 
Murphy, of Rutherford, New Jer- 
sey, president of the Boiling Springs 
Savings and Loan Association. 

* 


At the annual meeting of Robert 
Morris Associates, held August 15 in 
Philadelphia, Arthur L. Moler was 
elected president to succeed Ernest 
E. Nelson, manager, Brown Brothers 
Harriman & Co., Boston. Mr. Moler 
is a vice-president of The Fifth 
Third Union Trust Co., Cincinnati. 

Other new officers are: First vice- 
president, Walter L. Rehfeld, vice- 
president, Mercantile-Commerce 
Bank & Trust Company, St. Louis; 
second vice-president, Milton J. 
Drake, vice-president, The Detroit 
Bank, Detroit, Michigan. 

The incoming officers will be in- 
stalled at the fall conference of the 
Associates at Hotel Del Coronado, 
Coronado, California, October 12-15. 


» 


Well-deserved promotions have 
come to Warren F. Sarle and Alan 
R. Kidd, second vice-presidents, 
who have been made vice-presidents 
by The Northern Trust Company, 
Chicago. 

Mr. Sarle since 1943 has been 
manager of the bond department, in 





W. F. SARLE A. R. KIDD 


charge of sales, and he will continue 
in this function. Mr. Kidd’s duties 
will continue to be in the loaning 
division, in charge of business in 
Michigan and certain Chicago in- 
dustries. 

Dean Phemister has been ad- 
vanced from investment research to 
an attorney for the bank. 

> 


It’s back to his first love, Oregon, 
for Carvel C. Linden. President 
since 1945 of the Second National 
Bank of Paterson, New Jersey, he 
has resigned to become vice-presi- 
dent of the United States National 
Bank of Portland. 

A former Oregonian, Mr. Linden 
worked in the Portland bank’s credit 
department in the early twenties. 
He later became one of the youngest 
men ever to be commissioned a na- 
tional bank examiner. He was 
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Federation for Railway Progress, devises a pie chart show- 
ing in their relative values the qualities he considers most 
important in the bond paper he uses 


“The Federation for Railway Prog- 
ress,” says Mr. Young, “‘is primarily 
a vehicle for the expression of public 
interest in our railroads.” And 
through an aroused, nation-wide 
interest in the railroads, Mr. Young 
plans to break the monopoly that 
dominates the railroad industry. 
If this monopoly did not exist, rail- 
road equipment, he says, would long 
ago have been modernized, and our 
railroads today would be earning 
incomes comparable with the tele- 
phone companies, the utilities, and 
industry in general. 

The objectives of the FRP are 
stated by Mr. Young as follows: 
“The Federation for Railway Prog- 
ress is determined. to improve rail- 
road service and equipment; to 
create an equitable balance among 
rail wages, rates and investment 
returns; to inform the public about 
railroad facts; to staff the industry 
with efficient and confident manage- 


CERTIFICATE BOND 


Manufactured by Crocker-McElwain Co., Holyoke, Mass. 


Robert R. Young 


Chairman, 


ments; to abolish monopolistic prac- 
tices. The Federation, in the public 
interest, pledges its support to 
restoring efficiency, competition, 
courtesy and earning power to the 
American railroads.” 

Note how, among other objec- 
tives of the Federation, Mr. Young 
purposes “‘to create an equitable 
balance among rail wages, rates and 
investment returns.” This prime 
essential of balance is most impor- 
tant also in the fabrication of fine 
paper. Balanced Certificate Bond, 
Ledger and Index are made with 
the correct pop test, tear and fold- 
ing endurance for their fibre con- 
tent. And it is this balance which 
we have pioneered in the manufac- 
ture of paper that gives the user of 
Certificate, Bond, Ledger and Index 
a better typewriting sheet, and a 
faster, better printing sheet, offset 
and letterpress, and on office print- 
ing machines. 








The Certificate Family of balanced papers, bond, opaque, ledger 
and index, 1s fabricated for modern production needs, letterpress 
and offset, and for typewriters and office printing machines. 























elected president of the Paterson 
institution following war service in 
the army air corps. 

5 


In addition to the previously re- 
ported change which brought Dun- 
lap C. Clark to the presidency of 
Central Bank, Oakland, California, 
there have been other executive 
shifts at this institution. Donald 
W. Henderson, who has served as 
vice-president, cashier and treasurer 
since 1933, has been promoted to 
executive vice-president. Rudolph 
Nolthenius is his successor as cash- 
ier and treasurer, while Howard S. 














D. W. HENDERSON 


R. NOLTHENIUS 


Williams is now assistant cashier 
and manager of the credit depart- 
ment. 


Incidentally, Oakland has appar- 











SITUATION WANTED 











CONSUMER CREDIT EXPERT 
—backed by bank with 34 years’ 
experience in cons. cred. field. Can 
increase profits and decrease losses 
in your instalment dept. Available 
anytime for consultation on policies, 
procedures, forms, publicity. Will 


work for any correspondent of 


Industrial Bank 
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ently already heard of the civic 
activity for which Dunlap Clark was 
noted in Kalamazoo, Michigan. He 
has within five weeks after arriving 
at Central Bank been tagged to head 
Oakland’s next Red Cross drive. 


Sf 


William W. White has resigned 
as vice-president and cashier of the 
New London (Connecticut) City Na- 
tional Bank to assume the presi- 
dency of the Wellesley (Massa- 
chusetts) National Bank. He had 
been associated with the New Lon- 
don. bank since 1929, except for a 
period from 1936 to 1941 when he 
was assistant national bank exam- 
iner. 

+ 


August 16 marked the opening 
of a new outlying Chicago bank, 
the Standard 
State Bank, serv- 
ing the 79th and 
Ashland Avenue 
_ business district. 
Bartholomew 
O’Toole is presi- 
dent and his son, 
Donald O’Toole, 
is vice-president. 
These are the 
same positions 
they hold with the 
Pullman Trust & Savings Bank, 
Chicago. Other officers include 
John E. Sullivan, cashier, for- 
merly with Chicago Terminal Na- 
tional Bank, and Russell W. Mor- 
gan, assistant cashier, formerly with 
The Northern Trust Company, 
Chicago. 


J. E. SULLIVAN 


* 


The following promotions have 
been announced by the American 
National Bank & Trust Company, 
Mobile, Alabama: 

R. F. Smith, who has been han- 
dling foreign 
department 
activities in 
Mobile, has 
been moved 
from assistant 
cashier to vice- 
president. Alex- 
ander C. 
Denniston, 
who resides in 
Mexico and 
represents the 
bank in Latin America, has been 
made assistant vice-president. 
Robert F. Diehl and Dwain G. 
Luce have been elected assistant 
vice-presidents in the commercial 
banking department, and Marion 
G. Ward is now manager of the 
installment finance department. R. 





R. F. SMITH 
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R. F. DIEHL 


G. Rapier has been promoted to 
manager of the savings depart- 
ment, and David McGonigal to 
assistant comptroller. 


Sd 


A total of seven officer promo- 
tions have been ‘announced by the 


Peoples National Bank of Wash- 














M. C. GEDDES 
T. R. FARAGHER 





d ington, Seattle. Advanced from 
assistant vice-presidents to vice-presi- 
dents are J. Franklin Eddy, M. 
Clare Geddes, T. R. Faragher 
and B. G. Morrison. Promoted to 
assistant vice-presidents are John 
King, John C. Laughrin, Jr., and 
Frank N. Ward who will be in 
chage of public relations. 


+ 


‘ Important executive changes at 
the Western National Bank of Balti- 
more, Maryland, have included the 
4 naming of Eugene G. Grady as 
president and the elevation of 
Charles E. Rieman to chairman 








of the board. 
Mr. Rieman had been president 
of the bank since 1906. One of 
Baltimore’s most prominent bankers, 
he has served continuously as presi- 
dent of the local clearing house 
since 1932, and was a director of the 
j Federal Reserve Bank of Richmond 

for 27 years. 
Mr. Grady has served as vice- 
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And the “ 
less time than a girl takes to seal 


same time” is a lot 
and stamp a letter... because no girl 
works as fast as a postage meter! 
The postage meter prints any 
kind of stamp required for any 
kind of mail or parcel post... 
prints a postmark, which helps the 
letter get through the postoffice 
faster... prints your advertisement 
on the envelope, too, if you like 
.and seals the flap at the same 
time—all in the turn of a die! The 


ef 


= PITNEY-BOWES 


Pitney-BoweEs, INc., 3111A Pacific St., Stamford, Conn. 


Originators of Metered Mail. Largest makers of postage meters 
Offices in 59 principal cities in the United States and Canada 





2 Postage Meter 










































meter holds as much postage as you 
want to put in, protects the postage 
from loss or office wolves ...does 
its own accounting automatically ... 
banishes the old-fashioned adhesive 
stamp and stamp-sticking . . . usually 
saves postage as well as time, in the 
little bank as well as the big one! 
Like to know more about the 
Pitney-Bowes postage meter? Call 
the nearest PB office right away 
—or write for a little 


illustrated booklet... 
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Theres one thing similar 
in all of these businesses 







Aircraft parts and equipment 
must go to consignees the fastest 
way. That’s why the aviation 
industry is such a large user of 
Air Express. Speed pays. 


Ocean- fresh seafood, and 
choice fruits and vegetables 
are shipped to hotels all over 
the country by Air Express. 
There’s profit in it. Speed pays. 


Builders and architects ship blue- 
prints by Air Express daily. This 
speedy service is ideal and low cost 
for light as well as heavy ship- 
ments. Speed pays. 


Speed pays in your business, too! 


Air Express supplies the speed of delivery that’s vital to your business. 
Air Express goes even coast-to-coast overnight. And with faster planes 
and increased schedules, Air Express serves you better than ever today. 
Rates are low for shipments of most any size and weight. For example: 
21 lbs. goes 900 miles for only $5.80. Use Air Express regularly! 
e Low rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. e Moves on all flights of all Scheduled Airlines. 
e Air-rail between 22,000 off-airline offices. 
e Direct air service to and from scores of foreign countries. 





GETS THERE FIRST 








Write today for Schedule of Domestic 
and International Rates. Address Air 
Express Division, Railway Express 
Agency, 230 Park Ave., New York 17. 
Or ask at any Airline or Railway Ex- 
press office. Air Express Division, 
Railwav Express Agencv, representing 
the Airlines of the United States. 


1927 — 20TH YEAR OF GETTING THERE FIRST! — 1947 








president of Western National since 
1926, and is a past president of the 
Maryland Bankers Association. He 
formerly was cashier of the Balti- 
more branch of the Federal Reserve 
of Richmond. 

Named to succeed Mr. Grady as 
vice-president is John R. Cupit, 
who has been cashier of the Federal 
Reserve branch in Baltimore for the 
past 17 years. 

> 


Widely known for his lectures and 
articles on invest- 
ments, James H. 
Clarke has been 
promoted from 
assistant vice- 
president to vice- 
president of 
American Na- 
tional Bank and 
Trust Company 
of Chicago. Ad- 
J. H. CLARKE vanced to assist- 
ant cashiers are 
J. M. Herrmann, personnel direc- 
tor, and C. A. Hemminger, public 
relations director. 





¢ 


John T. (Jake) Barry, widely 
known representative of the Public 
National Bank and Trust Company 
of New York in the middle west, has 
joined George La Monte & Son, 
safety paper manufacturers. Mr. 
Barry will take over the St. Louis 
territory for La Monte, succeeding 
Dan J. Lyons, recently deceased. 


o 


R. Foster Lamm, for the past 16 
years vice-presi- 
dent, Citizens Na- 
tional Trust & 
Savings Bank of 
Los Angeles, has 
resigned to take 
over the ‘presi- 
dency of The 
Southern County 
Bank, Anaheim, 
California, which 
R. F. LAMM also maintains 
offices in three 
other communities. Mr. Lamm was 
at one time a national bank examiner, 
and had previous banking experience 
in Idaho banks. 





Howard B. Smith, formerly di- 
rector of research in mortgage and 
real estate finance for the American 
Bankers Association, assumed his 
new post of treasurer of the Middle- 
town (Connecticut) Savings Bank 
on September 1. As treasurer, he 
will be the chief executive officer of 
this highly regarded institution 
which was organized in 1825. 


Burroughs Clearing House 
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The change to the new duties 
follows closely his direction of the 
A. B. A.’s first Mortgage Officers 
Training Course sponsored jointly 
with the Division of University 
Extension and the Small Homes 
Council of the University of Illinois. 
The course was acclaimed a highly 
successful one (see page 17). 


° 


A loaning officer in the commercial 
division, Joseph Valenti has been 
elected a vice- 
president of the 
Chicago Terminal 
National Bank. 
He is the only re- 
maining officer 
who was with the 
bank when it 
opened in 1929. 
At that time he 
was manager of 
the savings de- 
partment. In 
1943 he was named an assistant vice- 
president. Mr. Valenti began his 
banking career with the Central 
Manufacturing District Bank, Chi- 
cago, in 1926. 





J. VALENTI 


¢ 


Sheldon F. Goldthwait, treas- 
urer and vice-president of the Bar 
Harbor (Maine) Banking & Trust 
Company, has been elected president 
to succeed the late Ralph W. Wake- 
field. 


* 


John F. Wilkinson has been 
appointed assist- 
ant vice-president 
in the correspond- 
ent banks depart- 
ment of Mercan- 
tile-Commerce 
Bank & Trust 
Company, St. 
Louis, after hav- 
ing been sales 
manager of the 
bond department. 
In his new connec- 
tion he will work primarily in the 
southern states. 

Also appointed assistant vice- 
president is Charles F. Bealke, 
assigned to the savings department. 














J. F. WILKINSON 
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William D. Stearns has retired as 
cashier of the Haverhill (Massa- 
chusetts) National Bank after 54 
years of service, and C. J. Vaillant 
has been elected vice-president and 
cashier. Norman T. Shepherd has 
been named comptroller. 


o 


Changes have also been made at 
the Merrimack National Bank of 
Haverhill, upon the retirement of 
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Ralph A. Bartlett as vice-president 
and cashier. Edward A. Ingalls, 
assistant cashier, has been elected 
vice-president and cashier. Martin 
D. Bagni has been advanced from 
assistant cashier to vice-president. 


S 


With Japan scheduled to be opened 
up to private trade August 15, Vice- 
president Tom B. Coughran of the 
international banking department 
at Bank of America has been in 
Tokyo making arrangements for the 
establishment of a branch there. 

Meanwhile, Henry W. Drath has 


been made an assistant vice-presi- 
dent in the international bank de- 
partment, and has been assigned to 
Bank of America’s office at 44 Wall 
Street. 

* 


The Cross of Commander of the 
Order of the Crown has been be- 
stowed upon M. S. Szymczak, 
member of the board of governors of 
the Federal Reserve System, by the 
Belgium Government. This action 
was in recognition of the assistance 
rendered to Belgium by Mr. Szy- 
mezak during the war. 








3 CUMMINS MACHINES 
for Speed, Safetyaud Economy 


Speed up your bank routines and safeguard transactions with 
Cummins modern, streamlined machines. They are mass-pro- 
duced to give you amazing efficiency at the lowest possible cost. 





Cummins 250 Electric Endorser 


Endorses, dates, and stacks checks, money 
orders, etc., as you list or prove. Elimi- 
nates separate check handling. New sen- 
sational inking device is, setting new 
standard of performance for endorsing. 
Remarkably clear, distinct endorsements. 


« 


Name 


« Cummins 300 Electric Perforator 
Automatically cancels checks, bonds, bond 
coupons, etc., on insertion, at speed com- 
parable to perforators 10 times its size 
and weight. All the checks one book- 
keeper posts in a day perforated in 2 or 
3 minutes. 


» 





Cummins 252 Electric Endorser 


Cummins 250 endorser, used with micro- 
filming machine, endorses checks auto- 
matically . . 
sequence. Positive uninterrupted flow. 
The 252 takes hold of checks before mi- 
crofilming machine lets go. New ink 
fountain provides perfect impressions. 
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CUMMINS BUSINESS MACHINES CORPORATION 
Formerly Cummins Perforator 


4750 Ravenswood Avenue, Chicago 40, Illinois 


Please send me complete information on the machines 
indicated below: 


(C Cummins 300 Perforator 


. stacks checks in perfect 





SINCE 
1887 











C] Cummins 250 Endorser 
( Cummins 252 Endorser 


—Title- 
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(IN ITS 88TH YEAR) 


| i Shere 


has continued to carry on 


the business of 


YORK SAFE & LOCK CO. 


(IN ITS 60TH YEAR) 


since January 1, 1946 


The Safe and Vault business of York Safe & Lock Co., has been 
carried on as a division of Diebold, Incorporated since January 


1, 1946. There has been and will be no interruption in service 


to the many vault customers of that firm. 


Thirty-nine Diebold sales and service offices are daily serving 


the needs of bankers from coast to coast. 





YORK SAFE AND LOCK CO. 


DIVISION OF DIEBOLD, INCORPORATED 











Bank Vault Installations, Fire and 
Burglar Resistive Safes, Chests and 
Vault Doors. 





CARDINEER 


DIVISION OF DIEBOLD, INCORPORATED 











The Revolutionary Rotary File 
holds 5500 records . . . at your 
fingertips. 





UNITED METAL PRODUCTS 


DIVISION OF DIEBOLD, INCORPORATED 











Hollow Metal Doors and Interior 
Metal Trim. 





FLOFILM 
DIVISION OF DIEBOLD, INCORPORATED 


The newest MICROFILMING 
camera, one-hour developer, motor- 
ized bright screen reader. 














McCLINTOCK DIVISION 


DIVISION OF DIEBOLD, INCORPORATED 











Bandit Barrier System, Burglar 
Alarms, Bank Vault Ventilators 
and After-Hour Depositories. 





VISIBLE RECORDS 


DIVISION OF DIEBOLD, INCORPORATED 











Every modern device for simplify- 
ing and speeding the keeping of 
your records. 


DIEBOLD *- INCORPORATED * CANTON, OHIO 


Established 1859 


Burroughs Clearing House 
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CANADIAN BANKING 











By JAMES MONTAGNES 











This Sorel, Quebec, office of the Royal Bank exemplifies the architecture of its new branches 


Banks Study Service Costs 


The costs committee of the Canadian 
Bankers’ Association has been making 
a survey of operating costs in all 
Canadian bank branches this summer. 
The survey is to find out how much it 
costs to run the different departments 
in each branch. 

All operations of all branches were 
analyzed in the survey. Real estate 
costs were allocated on the basis of 
office space required for each depart- 
ment. Returns from all the branches 
were sent to head offices at Toronto 
and Montreal, where they are being 
consolidated for the report of the 
committee. The report will likely be 
made at the next annual meeting of 
the C. B. A. in November at Montreal. 


The costs committee has been in 
existence since 1934 and did some 
notable work during the war on 
analyzing costs of bank handling of 
coupon rationing of various commodi- 
ties. The committee consists of E. C. 
Winrow, Bank of Montreal; T. A. 
Boyles, Bank of Nova Scotia; W. A. 
Anderson, Canadian Bank of Com- 
merce; and W. Mitham, Royal Bank 
of Canada. 

7 Sd & 


Bank: Construction 


New trends in branch bank construc- 
tion and renovation are showing up 
as an increasing number of banks appear 
in new dress. New ideas are being de- 
veloped by individual branch managers. 


To some extent there has been some 
standardization of new ideas. The 
trends developed in the past year are 
being applied to branches of the larger 
banks. Thus the Royal Bank of 
Canada reports that common to most 
of its new branches serving small 
towns and those being renovated, 
fluorescent lighting has become stand- 
ard equipment, inside doors are of 
standard slab type, and low-line count- 
ers are being installed. 

The Royal Bank branches are being 
painted inside with standard colors, 
grayed-off buff and blue greens, with 
all furniture and woodwork to match. 
This color scheme has been found to 
give an effect of roominess. Walls 
have no fancy paneling or ornate 


The Bank of Montreal’s Trail, British Columbia, office is typical of that bank’s branch modernizations 
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decorative moldings. Floors are of 
linoleum tile. Exteriors are finished in 
black vitrolite, stone or brick, or a 
combination of these, the whole effect 
being modern and “clean.” 

Gone are the days in the Royal 
Bank branches of high grille work and 
high divisions between teller cages. 
Counters of low height have been 
provided with low metal grilles before 
the customer and shoulder-high com- 
partments for the tellers. Features of 
the public counters are panels of fluted 
glass between the public space and the 
working space, which helps to increase 
the brightness of the office as a whole 
and the working space in particular. 
It is interesting to note that the stand- 
ing desks in the staff section, which 
have generally been very wide to 
accommodate the old cumbersome 
type of ledger, are now much narrower 
because of today’s general use of ledger 
sheets and cards instead of books. 

The Bank of Montreal is designing 
new branches and renovating some 
branches to provide comfort for both 
staff and customers with good lighting, 
and roomy layout. Low type counters 
with open fronts are now standard. 
Large windows permitting a maximum 
of natural light are being used exten- 
sively. The interiors of the branches 
are being fitted with soundproof ceil- 
ings and rubber-tiled flooring wherever 
possible. Fluorescent lighting is also 
widely used, but not exclusively. 

Public space in the new Bank of 
Montreal branches is designed to be 
bright and roomy, with comfortable 
furniture of a modern style. Sloping 
counters predominate. Check desks 
are frequently mounted against the 


wall, eliminating legs and giving a 
more roomy atmosphere. Chairs are 
finished in different-colored coverings. 


‘¢ * * 


Changes in Bank Legislation 


Parliament at Ottawa amended the 
Trust Companies Act at the session 
which recently closed. The changes 
allow an increase in the number of 
directors from a maximum of 21 to 
30 to increase geographical representa- 
tion. Trust companies are now allowed 
to split capital shares from $100 units 
to $10 shares, in keeping with the 
change made in Canadian Bank Act 
in 1944 to enable more diversity in 
investors. This permits the amount 
of aggregate borrowed money, and 
that entrusted to any company for 
investment, to be ten times instead of 
seven times the amount of the com- 
pany’s unimpaired paid-up capital and 
reserve, and prescribed investment rules. 

A number of amendments to the 
Veterans’ Business and Professional 
Loans Act, under which banks lend 
money to veterans with a government 
guarantee, were passed by Parliament. 
Loans may now be made to veterans 
operating in an existing partnership, 
allowing expansion of its operations. 
Veterans can now include as part of 
the cash investment of their own any 
money expended by themselves in 
connection with their business between 
January 1, 1946, and January 15, 1947, 
when the Act came into force. Banks 
can now take chattel mortgages in 
their own right under the Act as 
security for a loan. 

In the first half of 1947 a total of 
















Head Office : 


OE 2 








|e, XPERIENCE COUNTS... 


\ The Dominion Bank offers complete world wide 


\ banking service to Exporters and Importers de- 
\ siring Canadian business connections. 
\ 
\ To those interested in improving and extending 


Canadian trade, The Dominion Bank has much 

to offer with over 75 years export and import 

business experience backed up by valuable infor- 
mation and advisory services. 








Enquiries will be welcomed by our Foreign De- 
partment at Head Office. 


THE = Seem BANK 


(Established 1871) 


: TORONTO, CANADA 








48 











2,271: loans for $3,493,000 had been 
made under the Act. 


+ o 


Personnel Changes 


J. S. Proctor has been appointed 
assistant general manager of the Im- 
perial Bank of Canada, with head- 
quarters at To- 
ronto. For the 
past four years 
he has been 
manager of the 
main branch of 
the Imperial 
Bank of Mont- 
real. Prior to 
that he was 
assistant man- 
ager of the main 
Toronto branch 
of the bank. 
E. J. Friesen, a supervisor at the 
Toronto head office of the Imperial 
Bank, has been appointed manager of 
Montreal branch to succeed Mr. 
Proctor. 

H. L. Enman, general manager of 
the Bank of Nova Scotia, has been 
elected a director and vice-president of 
the bank. He joined the bank as a 
junior in 1899. 

J. Pembroke and W. E. Bickley have 
been appointed assistant general man- 











J. S. PROCTOR 





J. PEMBROKE 


W. E. BICKLEY 


agers of the Royal Trust Company, 
head office at Montreal. Mr. Pem- 
broke will be in charge of all personal 
business. Mr. Bickley will super- 
vise the corporate business of the 
company. Other staff changes include 
appointment of G. G. W. Goodwin 
as manager of the Montreal branch; 
G. A. Caron as supervisor of estates 
and trusts; J. <A. Sutherland as 
supervisor of real 
estate; and J. McT. 
Wells as supervisor 
of investments. 

J. J. Lyons has 
been appointed a 
director and assist- 
ant general man- 
ager of the Guar- 
anty Trust Com- 
pany of Canada, 
head office at To- 
ronto. Mr. Lyons 
was with the Capital Trust Corpora- 
tion Limited, Ottawa. 
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They forgot one thing... 


In planning their fire insurance, they forgot how large a 
part of their home investment was in the furnishings. 


So after they had a fire, insurance rebuilt their house. 
But inadequate coverage on the contents of the house left 
them a long way from having a livable home. 


Don’t make this costly mistake! Check up on your 





Pot luck can be bad luck 


If a guest is made ill by food served in 
your home, you’ll want to pay medical 
expenses. Hartford’s low-cost Compre- 
hensive Personal Liability insurance can 
be purchased to take care of that in yari- 
ous amounts. Covers damage claims too. 


HARTFORD 


Writing practically all forms of insurance except personal life insurance - Hartford 15, Connecticut 





Who'll pay for all this? 


If your home is damaged, your expenses 
while in temporary quarters may run 
far above normal. Hartford Additional 
Living Expense insurance pays these 
extra costs! 


FIRE INSURANCE COMPANY 
ACCIDENT ano INDEMNITY COMPANY 
LIVE STOCK INSURANCE COMPANY 


household goods and personal effects now. Hartford’s In- 
ventory Booklet makes this easy—write for a free copy. 


Then ask your Hartford agent or broker about Hart- 
ford’s broadened policies that give maximum protection 
to your furnishings as well as your house . . . against 
fire, windstorm and many other hazards. 





Education guaranteed 


This school will be completed because a 
Hartford Contract Bond guarantees it. 
Contract Bonds have assured perform- 
ance of contracts for almost every type 
of construction—private projects, public 
buildings, even the Hoover Dam! 




















Burroughs Clearing House 





sti 
en 





-_- * & 


—< Mm» tec te? 4 olU MF. lu 














THE BOOKLET COUNTER 








New Booklets 


Bank Pension Plans . . . This 
study covers two-thirds of all the bank 
employees in the United States. 

Of the 700 banks inspected, 289 
have pension plans. Each of these 
plans is described in tabular form in 
the 67-page book, making quick and 
comprehensive reading possible. Fac- 


tors of the different plans, such as 


A COMPREHENSIVE STUDY © 
OF THE PENSION PLANS OF BANKS 
IN THE UNITED STATES 





BANKERS Trust COMPANY 


NEW YORK 





700 banks studied 


eligibility, retirement ages, employee 
contributions, benefits and other condi- 
tions are covered. 

One of the most valuable parts of 
the book is the simple “yardstick”’ in- 
cluded for computing the cost of a 
pension plan to any given bank. This 
yardstick explains the use of past and 
future service benefit formulas and 
illustrates the way in which annual 
costs are calculated, using a predeter- 
mined list of factors. 

Indicative of the trend, as the book 
points out, is the fact that only 112 of 
the 700 banks studied had pension 
plans before 1942. 


Canadian Exchange Situation 
- . . This is the complete report of a 
large bank’s economic staff on the 
exchange rate of Canadian currency in 
official and unofficial markets. 

The report carries thorough com- 
mentaries on such subjects as Exchange 
Control and the Unofficial Dollar 
Rate, The Shortage of Gold and Con- 
vertible Exchange, Export Credits, 
and The Outlook for the Official 
Exchange Rate. 

Also inspected in the report is the 
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These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





manner in which the Bretton Woods 
institutions are now affecting inter- 
national recovery and, hence, their 
effect on the Canadian Exchange 
situation. 


What Your Bank Can Do For 
You .. . Bank officers who deal 
in public relations will be especially 
interested in this booklet, published 
by a large midwestern bank. One of 
the most complete customer booklets 
to come to our attention, it presents 
each of the bank’s services in concise, 
selling language. 


A Better Service to Bank Cus- 
tomers ... This booklet tells the 
interesting, 28-page story of the prog- 
ress of mechanized commercial-teller 
operation in banks across the country. 
Customers, bank officers and tellers 
review their experience with teller 
mechanization in terms of worka- 
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The banks report 


bility, and customer and bank reac- 
tion. The publication may prove 
valuable to those who are seeking more 


than local reaction and opinion on this 
new trend in commercial bank oper- 
ations. 


You Make the Bank... Few 
bank and industrial officers and em- 
ployees would fail to make their public 
contacts more effective after reading 
this outstanding employee manual. 
The booklet follows the line of its sub- 
title in pointing out sound methods of 








An effective message 


“winning friendship for the bank and 
yourself.’ Specific opportunities for 
favorably impressing the public are 
pointed out under chapter titles such 
as “‘Liven Your Letters” and “Are 
you a diplomat?” Humorous, effective 
cartoons further increase the value of 
the publication, either for direct use 
or as an example for other bank’s 
manuals. 


Still Timely 


Mid-Year Survey of Municipal 
Bond Market ... Many financial 
efficers welcome each semiannual issue 
of this survey. 


Government Bond Program for 
Country Banks... This exceptional 
booklet makes a thorough analysis of 
the bond situation for country banks, 
and frankly offers the banker-author’s 
selections under the heading, ““Which 
Bonds to Own.” 


How to Use a Checking Account 
- - « This small booklet is considered 
by financial advertising men to be an 
outstanding piece of bank-service pro- 
motion. 
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**You won't believe this... 


but yesterday I saw a man rowing to the Convention.”’ 


Maybe that is a fish story but with the 32nd Annual 
Convention promising to be the best ever, you’ll want to be one 


F.A.A.’r who gets to New York, sink or swim. 


The program carries a hard-work schedule with about as 
many lectures, clinics and general sessions as can be comfortably 
crammed into four enlightening days. Even so, we hazard a guess 
that Manhattan’s entertainment will play host to you and your 
wife more than once. 


So pick up a few New York stickers for your luggage and 
a lot of sound ideas for yourself. Send your convention reservations 
to Preston E. Reed, Executive Vice-President, Financial Adver- 
tisers Association, 231 So. LaSalle Street, Chicago 4. 


32nd Annual F. A. A. Convention 


October 6,7,8,9 + The Waldorf-Astoria, New York 
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COURT DECISIONS 











By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 


Failure of Consideration 
Alleged 


The payees of a defaulted $1,000 
note sued the maker for judgment on 
the note and to foreclose the real estate 
mortgage he had given to secure it. 

The maker admitted executing the 
note and mortgage, but claimed he had 
received only $100 instead of $1,000; 
he offered to let judgment be entered 
against him for $100 and interest, but 
pleaded failure of consideration for the 
remaining $900. He petitioned the 
court to cancel the mortgage. 

“The maker, who is defendant here, 
admitted signing the note sued on,”’ the 
Arkansas court pointed out. “Every 
negotiable instrument is deemed prima 
facie to have been executed for a valu- 
able consideration. In Arkansas the 
burden of showing want or failure of 
consideration is on the maker when he 
admits executing the note. 

“It would serve no useful purpose 
to review all the conflicting evidence 
here. It is sufficient to announce our 
conclusion: which is, that the maker 
failed to prove failure of consideration 
of $900 on the note. He failed to 
prove this by even a mere preponder- 
ance of the evidence. 

“But the rule requires him to offer 
clear, cogent and convincing evidence to 
have the mortgage canceled, and cer- 
tainly he wholly failed to meet that 
burden.” 

Judgment in favor of the payees. 
(Murphy vs. Osborne, 200 South- 
western Reporter, Second Series, 517.) 

+ Oo * 


No “Fishing Expeditions”’ 
by Revenue Agents 


The ‘‘wholesale’ production of a 
bank’s records for Internal Revenue 
agents investigating the income tax 
returns of certain depositors cannot be 
required by the government, according 
to a decision by the United States 
Circuit Court of Appeals for the Fifth 
Circuit reversing an earlier decision 
by the United States District Court in 
a government proceeding against a 
Mobile bank. 

Originally, Internal Revenue agents 
demanded that the bank produce virtu- 
ally all its records for a five-year period 
to enable the agents to search out and 
investigate the transactions of certain 
taxpayers whose income tax returns 
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District of Columbia 


were being investigated. The records 
demanded contained transactions of 
many depositors not under investiga- 
tion. The bank objected to producing 
records of depositors not being investi- 
gated, but offered to go through its 
records and pick out for the agents the 
transactions of the persons under 
investigation for tax purposes. 

The government insisted that all 
records be given to the agents whether 
they involved “innocent” depositors 
or not and was upheld in this attitude 
by the United States District Court. 
It developed that this would require 
the bank to produce for inspection 
more than six million items over a 
five-year period, and these records, in 
the language of the District Court, 
were to be produced “irrespective of 
whether such records also pertain to 
similar transactions with other persons 
and firms during the said years.” 


“Other persons” in this case referred 
to customers whose income tax returns 
were not under investigation at all. 

On appeal the Circuit Court took a 
decidedly dim view of the District 
Court’s “‘wholesale”’ order against the 
bank. 

Pointing out that the agent’s de- 
mands for records must be within the 
scope of the statute (Internal Revenue 
Code, Section 3614), the Circuit Court 
in an opinion written by Judge Curtis 
L. Waller said: 

“Before an agent of the Bureau of 
Internal Revenue is entitled to have a 
court require a third party to produce 
records, he must specify with sufficient 
precision for their identification the 
documents desired to be inspected. 
He must also allege that such docu- 
ments bear upon the matters required 
to be included in the income tax return 
in question. 
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“His demands will not be complied 
with if they are so general, so wanting 
in specification, as to indicate that 
they are merely exploratory fishing 
expeditions. He. is not entitled in this 
case to have the bank produce all its 
records merely in order for him to go 
through them for the purpose of ascer- 
taining whether or not the bank 
possesses any records which may or 
may not be relevant to the inquiry. 

“Upon a satisfactory showing by 
the agent that certain pertinent records 
or documents have a bearing upon 
matters required to be included in the 
income tax return under investigation, 
the bank would be required to produce 
them for the inspection of the agent. 
Should the bank decline to supply 
such documents upon demand by the 
agent, the court would compel compli- 
ance. 

“But it is wholly unreasonable to 
require a large bank to produce its 
records, checks, drafts, etc., for a 
period of five or six years for an 
examination by the agent merely in 
order for him to find out whether or 
not any of the bank’s records bear 
upon the questioned returns of certain 
named parties. The statute gives him 
only the right to examine books, 
papers, records or memoranda that 
bear upon the matters to be included 
in the return and does not permit of a 


fishing expedition into the affairs of 
all the customers of the bank. 

*‘Neither the revenue agent nor the 
court has authority under the statute 
to require the production of memo- 
randa, books, etc., of third parties 
unless they have a bearing upon the 
return or returns under investigation.” 

The court also pointed out that 
when a revenue agent demands the 
production of records, he must identify 
and describe them with “reasonable 
particularity.”” That means, the court 
said, that his demand must be “‘suita- 
bly specific and properly limited in its 
scope” and that the desired records 
must be “described with reasonable 
detail.”” Cited with approval was the 
decision of the United States Circuit 
of Appeals for the First Circuit 
(Boston) in the case of McDonough vs. 
Lambert, Special Agent, 94 Federal 
Reporter, Second Series, 838. (United 
States vs. First National Bank of 
Mobile, U. S. Circuit Court of Appeals 
for the Fifth Circuit.) 


° ° ° 


Bearer or Order Checks ? 


Among the duties of a bookkeeper 
employed by a California business 
man was the preparation of payroll 
checks. After drawing the checks the 
bookkeeper customarily had his em- 


ployer sign them and would then take 
them to the foreman for distribution 
to the employees. 

When the canceled checks with 
statement were returned by the bank 
it was the bookkeeper’s job to forward 
them to his employer’s accountant. 

Over a period of time the book- 
keeper got his employer to sign a 
series of 145 checks which he fraudu- 
lently cashed. He drew the checks in 


_the names of employees and former 


employees and in support of these 
checks prepared fictitious time vouch- 
ers with forged signatures of employees. 

After the checks were signed by his 
employer he forged the endorsements 
of the named payees and negotiated 
them for cash to local stores and indi- 
viduals. When he negotiated the 
checks he endorsed his own name in 
lead pencil beneath the forged name of 
the payee. When the canceled checks 
came back from the bank he erased 
his lead pencil endorsement on each 
check and forwarded them to the 
accountant. 

His employer did not discover the 
fraud for more than a year after it had 
been in operation. 

The employer, as depositor, promptly 
notified the drawee bank and there- 
after sued the bank for the amount 
represented by the checks honored on 
forged endorsements and charged to 
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his account. California’s statute pro- 
vides that an action by a depositor 
against a bank for the payment of a 
forged or raised check or a check bear- 
ing a forged endorsement must be 
brought within one year. 

As to the checks which had been 
paid and delivered to the depositor 
more than one year before he brought 
his suit against the bank, therefore, 
action against the bank was barred. 
However, less than a year had elapsed 
since some of the checks had been 
returned to the depositor. 

“This phase of the case,” said the 
court, “depends upon whether the 
checks in question are to be regarded 
as payable to order, in which event the 
bank paying same on forged endorse- 
ments may be held liable. If the 
checks are to be deemed payable to 


bearer for the reason that they were 
drawn in favor of ‘fictitious’ persons as 
specified in the Negotiable .Instru- 
ments Act, then it becomes immaterial 
who cashed the checks or whether the 
endorsements were forged or genuine 
and the bank would not be liable. 

**An instrument is payable to bearer 
when it is payable to the order of a 
fictitious or non-existing person, and 
such fact was known to the person 
making it so payable.” 

The dishonest bookkeeper made the 
checks payable to persons who were 
not to receive them and had guilty 
knowledge of that fact. The employer 
had no such knowledge. 

‘Fictitious payee checks,” the Cali- 
fornia court ruled, “are not to be 
deemed payable to bearer unless the 
signer thereof is aware of the fraud. 


Sd ¢ ¢ 


In the case before us, the ‘person mak- 
ing it so payable’ was the signer and 
not the bookkeeper who had fraudu- 
lently prepared the checks and pre- 
sented them to his employer for signa- 
ture. Throughout the many years 
since the Negotiable Instruments Act 
was drafted, this interpretation has 
been adopted almost universally 
throughout the country. 

**The obligation of the bank was not 
merely to use reasonable care; its 
undertaking was absolute. Hence it is 
wholly immaterial whether the bank 
was negligent or not in paying on the 
forged endorsements.” 

Judgment was accordingly given 
against the bank for the amount of the 
checks sued on within the one-year 
period. (179 Pacific Reporter, Second 
Series, 640.) 


STUDIES IN HOWE LENDING 


(CONTINUED FROM PAGE 19) 
the abandonment of antiquated streets 


and alleys. 5. A zoning ordinance. 
Home Construction 


That mortgage lending officers need 
to be well grounded in home planning 


and home construction, as well as in 
lending techniques and market trends, 
was stressed both by Director Howard 
Smith and other instructors. 

Specific lectures were devoted to the 
many phases of home building. Home 
planning and design was discussed by 
Professor Scheick; home plans and 


specifications, laboratory exercises in 
plan reading, construction, building 
contracts and costs by Professor Len- 
drum; plumbing by Professor Frank 
M. Lescher; lighting by Professor John 
O. Kraehenbuehl; heating, insulation 
and air conditioning by a university 
panel. All of these are important in 
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the making of appraisals. 

Home building in its broader phases, 
said Professor Scheick, is a composite 
of many factors: Of social science, in 
the sociology of family living and 
space needs. Of economics in studies 
of income levels, of housing costs and 
how they relate to lending practices. 
Of political science in the matter of 


building codes and the contribution of - 


labor. Of physiological needs in the 
matters of flooring, humidity, acous- 
tics, and the indoor climate. 

‘There is a great need for building 
codes,” said Professor Lendrum. 
“These are for each individual town 
and city, and cannot be used univer- 
sally. Each town is different in its 
needs.” 


New Building Trends 


Of new developments in housing 
Professor Scheick pointed out that 
man’s ability to build and satisfy new 
trends in the way of living have always 
been limited by the building materials 
available and his ability to use them. 
At no time in history, he said, has the 
construction industry had so many 
materials, or so many ways of using 
them at its command. There is no 
technical reason for failure to meet 
every demand of today’s new trends, 
even if nothing new is discovered or 
invented. 

In summary, Professor Scheick said 
that trends point to the ultimate 
development of a house using these 
ideas: 

1. A better-planned, more attrac- 
live, unstylized house. 

2. Dimensional co-ordination of 
plans. 

3. Shop prefabrication of many ele- 
ments of the house, including struc- 
tural panels, storage units, mechanical 
core, millwork (built into structural 
panels), roof trusses. 

4. More efficient, faster side fabrica- 
tion. 

5. Continued reductions in weight, 
number of parts, number of assembly 
operations. 

6. Complete service from _land- 
planning to the finished “packaged” 
house. 


Construction Loans 


A plan for the making of construc- 
tion loans was described by O. L. 
Reider, assistant vice-president, The 
Cleveland Trust Company. Under this 
plan, which is used by Mr. Reider’s 
bank, a construction loan account is 
opened in the customer’s name as a 
commercial checking account subject 
Lo joint control by him and the bank. 
All checks are signed by the owner and 
countersigned by the bank. Thus 
funds are not subject to outside litiga- 
tion in which the owner might become 
involved. 

No construction is begun until -the 
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Messrs. Smith, Boester and Shearer 


At the prefabrication site 


owner has deposited with the bank the 
difference between the loan and the 
contract price. The full amount of 
the contract price must be in the con- 
struction account before construction 
proceeds. The owner’s funds are 
always used first, thus delaying interest 
cost to him on the loan. 

Plans and specifications are sub- 
mitted with the application; the ap- 
praisal division appraises the lot and 
house, and the architectural or inspec- 
tion division reviews the plans and 
specifications for constructural sound- 
ness, proper elevation, accessibility of 
rooms, and general design. 

The builder is checked most care- 
fully. Over a period of years the bank 
has built up a valuable file on local 
builders. 

Before starting work the builder is 
required to furnish the bank a break- 
down of his subcontracts and costs. 
Also, the bank insists on having the 
mortgage recorded before work is 
started or material is delivered to 
the site. 

The Clevéland Trust Company has 
set up the following schedule of pay- 
ments: foundation in, 10 per cent; 
framing up and sheathing on, 20 per 
cent; roof on, 10 per cent; ready for 
plaster, 10 per cent; plastered 10 per 
cent; trim on, 20 per cent; painting 
and decorating, 20 per cent. The 
schedule is not followed rigidly; in- 
stead the bank relies on the reports of 
its inspectors. 

Several years ago, the bank charged 
a 1 per cent construction loan fee, but 
early in 1939 all lending agencies in 
Cleveland agreed to abandon this fee. 
Since then the only charge made by 
the bank has been interest at the rate 
provided in the mortgage. 

The bank’s procedure in financing 





operative builders is substantially the 
same. 


Mortgage Transaction 


A number of opportunities for im- 
provement in the legal procedures of 
the mortgage transaction were sug- 
gested by Robert E. O’Dea, assistant 
vice-president, Chicago Title and Trust 
Company, and a member of the Illinois 
bar. 

These included the elimination of 
the still-too-common grace _ period, 
possible reduction in the costs of re- 
cording through statutory enactment 
or incorporation of standard provisions 
in the mortgage by reference, the use 
of trust deeds to expedite transfer of 
mortgage loans, and increased use of 
title insurance. 

Mr. O’Dea described the typical 
loan application as a complicated form 
lacking the essentials of a contract. 
He urged the modernization of loan 
applications so that when signed they 
would constitute an offer by the 
applicant to borrow money, and when 
accepted by the lender would be bind- 
ing on both parties. Essential facts 
descriptive of the property and the 
income and assets of the borrower 
should be in the form of representa- 
tions made to induce the loan. 

He urged the class to look upon a 
mortgage as a loan of money, laying 
emphasis on the willingness and ability 
of the borrower to repay and treating 
the property as collateral security. 
He cautioned that extensions of the 
time to subsequent owners of the 
property for payment of installments 
or final maturities were likely to re- 
lease the original maker unless his 
consent was obtained. 

He cautioned the class against the 
too-common practice of permitting the 
attorney to fix the amount to be bid 
at foreclosure sales, and recommended 
a methodical, intelligent determination 
of such bids. 


Home Appraisal 


It is important in requesting an 
appraisal, stated Leland S. Hawk, 
supervisor for valuation, management 
and sales, real estate loan department, 
The First National Bank of Chicago, 
to make certain that the appraiser 
understands the purpose for which his 
report is to be used. He should under- 
stand exactly what the appraisal is 
and should recite his understanding 
of the reason for the report. 

It is necessary in arriving at a 
mortgage loan appraisal, where loan- 
ing value is to be estimated, to give 
consideration to such factors as the 
market,. the appeal to the average 
individual, reproduction cost, depreci- 
ation, land value, etc., he said. Con- 
servatism is the keynote in making 
sound appraisals; the property should 
be looked at through foreclosure 
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glasses. 
ultraconservatism, which might elimi- 
nate good business, is not to be en- 
couraged. 

The appraiser is the eyes of the 


At the same time, he said, 


joaning institution. He should obtain 
the facts and use good judgment and 
horse sense in reporting them. Ap- 
praising is not an exact science. There 
are many formulae and rules of thumb, 
but the final conclusion is the reconcile- 
ment of the facts. This depends on 
accurate data, accurate calculations, 
experience and sound judgment. 


Risk Rating Schedules 


Another session that proved to be 


very worth-while was that devoted to 
the description of mortgage loan risk 
rating schedules by Director Howard 
Smith. 

Examples of three complete sets of 
schedules were presented. They were 
the schedules recommended by the 
American Bankers Association and 
described in detail in the A. B. A.’s 
Home Mortgage Loan Manual, the set 
used by the Federal Housing Adminis- 
tration and explained in the Under- 
writing Manual, and the set developed 
and used by California Bank, Los 
Angeles, and explained in that bank’s 
book, “‘Appraisal of Single Family 
Residential Properties in the Los 
Angeles Area,” by George L. Schmutz. 

Each of the three schedules covers 
the four principal considerations in the 
analysis of home mortgage loan appli- 
cations. These are: 1. The rating of 
location. 2. The rating of the bor- 
rower. 3. The rating of the mortgage 
loan pattern. 4. The rating of the 
property. 

Under rating of property, for ex- 
ample, California Bank, gives weighted 
ratings to: A. Structural soundness. 
B. Condition for age. C. Maintenance 
cost. D. Livability, functional plan. 
E. Mechanical, convenience, equip- 
ment. F. Natural light, ventilation. 
G. Architectural attractiveness. 

Discussing the use of rating charts, 
Howard Smith pointed out that they 
are in no case intended to take the 
place of the lending officer’s judgment. 
They do, however, he said, provide 
practical assistance in formulating 
judgment and in providing a uniform 
procedure for the real estate depart- 
ment. Their use is likewise very 
desirable in training new mortgage 
lending officers. 


Price Outlook— Reserves 


“What do you think of the outlook 
for home prices?” was the most-fre- 
quently asked question in class and 
out. The answer of O. L. Reider met 
general agreement. 

“If you had asked me that question 
May 15,” said Mr. Reider, “I. would 
have predicted a 20 per cent reduction 
in home prices within a year. If you 
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had asked me June 15, I would have 
said a 10 per cent reduction within a 
year. Today, July 15, I have arrived 
at the stage where I feel that present 
prices will be with us for from twelve 
to eighteen months.” 

That sound mortgage lending proce- 
dure calls for the setting up of reserves 
was stressed by several of the speakers. 
Quoting a leading bank economist on 
urban mortgage lending, C. A. Web- 
ber, president, Champaign County 
Bank and Trust Company, Urbana, 
Illinois, said ‘‘reserves should be set up 
now for possible losses in later years, 


for the losses that we may be forced to 
take eight or nine years from now will 
be on loans we make today; further, 
that the current increase in real estate 
lending has played a part in real estate 
inflation. He believes we are in a 
situation now similar to that after 
World War I when real estate prices 
dropped, then went back up and 
stabilized. He also believes that con- 
struction costs will. never go back to 
those existing in the late thirties un- 
less we have a severe depression.” 
The building up of a reserve equal to 
approximately 5 per cent of the over- 
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all mortgage portfolio, or the allocation 
of 10 per cent of all mortgage loan in- 
come to a reserve account was sug- 
gested by Howard Smith. ; 


FHA Loans 


High tribute was paid by many 
speakers to the part played by The 
Federal Housing Administration in 
mortgage lending progress. The con- 
tributions of this agency in the home 
mortgage lending field are too well 
known to need repetition. 

“In this period of relatively high 
prices FHA continues to follow soundly 
conceived appraisal practices,” Joseph 
T. Lyons, administrative officer, Chi- 
cago Insuring Office, Federal Housing 
Administration, told the mortgage 
officers. ‘“‘In connection with emer- 
gency types of mortgage insurance such 
as the Title VI Veterans program it 
has provided the means with which to 
finance a large part of the total housing 


| program for veterans. 








“In section 608,” he said, “It has 
provided one of the most effective 
methods for financing rental housing 
that has ever been placed at the con- 
venience of sponsors, builders and 
other interested parties.” 


G. I. Home Loans 


“In the brief period of less than two 
years that G. I. loans have been avail- 
able under the amended act, veterans 
have borrowed in excess of $4 billion, 
largely for the purchase of homes, and 
to a lesser degree to engage in farming 
or business,” Walter T. Robinson, 
loan guaranty officer, Veterans Ad- 
ministration Center, Des Moines, Iowa, 
and president, Citizens State Bank, 
Donnelson, Iowa, told mortgage offi- 
cers. “‘In Iowa alone more than 15,000 
veterans have made loans to buy or 
construct homes totaling over $65 
million, without a single claim having 
been filed for payment under the 
guaranteed or insured credit.” 

Both veterans and lenders are com- 
ing to understand the program better. 


° 





Lenders have learned from experience 
that the processing of loans is not diffi- 
cult, Mr. Robinson stated, and that it 
is a simple matter if they will acquaint 
themselves with the loan procedure. 

During the past two months the 
tempo of loans has slowed down be- 
cause of prices. “Veterans are show- 
ing the good judgment of recognizing 
the situation,” he said, “and welcom- 
ing a sound appraisal of property.” 

What is needed mostly now is to 
pay more attention to building com- 
plete confidence in the program, Mr. 
Robinson stated. Four basic elements 
should be stressed: 1. Confidence on 
the part of both lender and investor in 
the value of the underlying property. 
2. Confidence in the appraisal system, 
and in the certifications of the lender 
as to the character and capacity of the 
borrower. 3. Confidence that there 
will be provided a dependable second- 
ary market for soundly made loans. 
4. Confidence in the guaranty, and a 
clear-cut understanding of default 
procedure in the payoff. 

“Lenders generally have shown fine 
co-operation with the veteran and with 
the Veterans Administration,” Mr. 
Robinson reported. ““They have kept 
in mind that this legislation was passed 
for the benefit of the veteran, that 
many of these young men and women 
are entirely inexperienced and have 
provided them with sound counsel and 
guidance. As time passes and wartime 
enthusiasm wanes this splendid co- 
operation should continue, since Title 
III of the act was designed to cover a 
ten-year program.” 

The first Mortgage Officers Training 
Course concluded with the presenta- 
tion of certificates to attending mort- 
gage officers. The course itself was 
acclaimed a highly beneficial one, and 
a further milestone in adult education 
—a milestone that, incidentally, was 
established as the result of a chance 
meeting between Howard Smith and 
Professor Scheick, two men deeply 
interested in housing problems. 
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BEVERLY HILLS BANK 


(CONTINUED FROM PAGE 21) 


our community where so many elderly 
people live. We distribute estates to 
the heirs as soon as possible. 

We feel that our trust department, 
and other banking departments, have 


| many helpful services to sell. But if a 
| service is not good for a customer he 


cannot buy it here. We refuse business 
tendered our trust department unless 
itcan be provided at a feecommensurate 
with the value of the service to the 
customer, and at a fee profitable to us. 
All legal matters are referred to the 
customer’s attorney. Our staff mem- 


bers are told not to dream up business 
which the customer does not need for 
the purpose of making a fee for the 
bank. 

As I have mentioned, the handling 
of escrow transactions is one of the 
important parts of our business. South- 
ern California was the first section of 
the country to recognize the advantage 
of having banks act as escrow holders. 
Until approximately 20 years ago, 
banks generally looked upon escrow 
activity as a necessary evil, a service 
that was good for customers but rela- 
tively unprofitable for banks. 
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In those years our bank wanted to 
stimulate its trust department activi- 
ties and fostered the growth of escrow 
business wherever possible. We rec- 
ognized that the handling of escrow 
transactions gave us three advantages: 
One, it acquainted us with home 
buyers coming from other communi- 
ties; two, it gave us the opportunity 
of taking on their trust business and 
other banking activity; three, it some- 
times gave us an opportunity for out- 
standing real estate loans. 

Largely through the work of the 
California Escrow Association, a group 
engaged in the handling of escrows in 


change; they cash their checks and 
make their deposits before Friday 
closing time and no longer reserve 
part of their Saturdays for banking. 

I feel that the secret of our success, 
especially insofar as the bank’s service 
to the community as financial adviser 
is concerned, is due to the policies 
instituted through the pioneer banking 
experience of my father, O. N. Beasley, 
chairman and president of the bank. 
After a thorough training with the old 
Illinois Trust & Savings Bank of 
Chicago, now the Continental Illinois 
National Bank & Trust Company, he 
followed Greeley’s advice to “‘go west” 


without a bank, he founded the first 
bank in Gallup, New Mexico, then 
156 miles away from the nearest bank 
in Albuquerque. There, working the 
bank singlehanded he often slept 
beside the safe, with a loaded rifle 
handy. Early in the new century he 
sold his Gallup interests and came to 
Southern California. Later, in 1920, 
he founded the first bank in Beverly 
Hills, then a village of 1,500 people. 
In 1927 the bank moved into the 
present building, and in 1929 was 
converted from a state-chartered com- 
mercial and savings bank to a national 
bank with trust powers. The policies 




















Los Angeles County, escrow fees have in 1893. Looking for a county seat which my father formed during his 

been raised to a point where this 

business is more profitable. Two past 

presidents and the current president 

of that association are from our 

trust department. 

Our policy is to co-operate with ; 

attorneys to the fullest. The trust dine You uneentain about 

department endeavors to sell them on 

the desirability of having our bank 

serve as executor and trustee. In A » 56 ea A 3 S$ A L aA F T et Ce) D & 

turn, we employ their services instead 

of trying to practice law ourselves. ’ 

The welfare of the client and customer ! hs T oO >] AY $s M a R K E T ? 
is the measuring rod by which all 
| decisions are made. We tell our The new, 48-page Appraisal Guide was written by experienced 
attorney friends that if we are named appraisers to aid men familiar as you are with the real estate 
when they write a will, we will employ market in re-checking valuation principles. On your desk it will 
| their services in handling the trust. be a ready reference for solving today’s appraisal problems. 
, E believe that our pension plan is 
, unique. The factor which makes : » 
é ak ‘gash: Uithendie, tems tens ade In Brief, Understandable Language It Tells How To: 
A that everyone gets the same retire- ‘ 5 ’ 

ment benefits. A janitor receives the © Appraise from plans. and speci- 
3 same amount as a senior officer. The fications. 
, bank feels that it owes this recompense 
F to all those who have spent most of © Inspect new construction. 
S their lives working with us. The plan 
1 seems to serve our purpose. ®@ Use market information. 
. The three members who formed the 
S original bank staff in 1920 are still © Figure cost factors. 
6 with us. Other members have long 
d records of service, including Garnet J. © Estimate depreciation. 
y Brooks, vice-president and trust offi- 

cer, 25 years; E. A. Poe, cashier, 20 

years; Edith Schaaf, assistant cashier 

and executive secretary, 22 years; and ORDER 

Howard Wilson, trust officer, 16 years. ; : 

Our plan of closing Saturdays all This 48-page Guide 

year around instead of just during the for Your Loan Officers 

summer months was inaugurated Au- and Appraisers 
3S gust 10, 1946. In making this decision 
or we gave great consideration to the fact $1.00 PER COPY 
e that our bank has to depend more and Ear een ee 

more upon women employees. Many | [~~~ ~~ 
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If paper is to be as useful and valuable as 
it can be in modern business, it should be 
made of new cotton fibers. These long, tough 
fibers lend strength to paper and give it 
wearing qualities obtainable in no other way. 
That’s why all PARSONS papers are new 
cotton fiber papers. 


Cotton fiber record keeping papers — ledgers 
and bristols — with their brisk, clean, hard, 
smooth finishes are easier to work with and 
last far longer. Their superior writing and 
erasing qualities, their additional strength, 
durability and permanence more than make 
up for the additional cost of a fraction of a 
cent a piece. 

Wherever records on cards or sheets take a 
beating from use by hand or machine, you'll 
find cotton fiber paper. Even for records that 
are consulted or posted infrequently, it pays 
to use these strong, firm permanent papers. 


Here are PARSONS record papers and cards 


Scotch Linen Ledger, made in white, buff and blue 
entirely of the best cotton and linen fibers. 


Parsons Linen Ledger, 100% cotton fibers in white 
and buff. 


Parsons Index Bristol, 100% cotton fibers in white 
and five colors. 


Defendum Ledger, 75% cotton fibers in white and 
three colors. 


Mercantile Record, 75% cotton fibers in white, 
buff and blue. 


Mechano Form Ledger, 50% cotton fibers in white 
and six colors. 


Mechano Form Index, 50% cotton fibers in white 
and six colors. 


Durable Ledger, 50% cotton fibers, in white and buff. 

Crest Ledger, 25% cotton fibers, in white and six 
colors, 

So for all your records, get the paper de- 

signed and engineered for modern business, 

PARSONS cotton fiber paper. 
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Made With New Cotton Fibers 











Parsons Paper Company, Holyoke, Massachusetts 
© ppc, 1943 
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long experience have been faithfully 
maintained through panics, depres- 
sions and boom times. 
“What about your public relations 
program?” we are sometimes asked. 
Of course, we have desired to estab- 


* 
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lish good will and good public relations. 

But we have never considered them 

as such. The good will we have gained 

in Beverly Hills is merely the result of 

trying to do a good banking job for the 

unusual community which we serve. 
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NEW SERVICE CHARGES 


(CONTINUED FROM PAGE .-24) 


formulas acceptable to depositors, or 
by banks which may have adopted the 
formula recommended in 1946 by the 
Country Bank Operations Commission 
of the American Bankers Association. 
That formula, in many respects, is 
similar to the oné recommended by 
this committee. 

6. The committee urges the adop- 
tion of its formula as a substitute for 
monthly “flat charges,” which are 
asssessed solely on the basis of the 
depositor’s balance and without re- 
gard to activity and for “measured 
charges,”’ which either are inadequate 
from the point of view of the banks or 
excessive from the point of view of 
depositors. 

7. The committee urges that its 
simplified formula be used in determin- 
ing charges for the servicing of practi- 
cally all accounts in banks located in 
small communities. Its use also is 
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urged in connection with a substantial 
percentage of the accounts in other 
banks. Such accounts include those 
which, because of the absence of abnor- 
mal deposit activity or other extra- 
ordinary service requirements, do not 
require full analysis, and whose owners 
do not use the so-called “‘no-minimum- 
balance” or “‘special checking account” 
services. 

8. Detailed analysis is recommended 
for accounts in which the number of 
deposited items, exclusive of cash and 
“on us” checks deposited, is regularly 
more than three times the number of 
deposits made or in which large 
amounts of currency and coin regu- 
larly are deposited or withdrawn; and 
for accounts of customers who fre- 
quently use facilities other than those 
provided for the deposit and with- 
drawal of funds —such as night deposi- 
tory or collection service, coupons, 
official checks or drafts, transfer of 
funds, cashing instead of depositing 
checks drawn on other banks, etc. 

A special admonition might well be 
made on the matter of not using the 
simplified formula on accounts in 
which the number of deposited items, 
exclusive of cash and “‘on us’”’ checks, 
is regularly more than three times the 
number of deposits. To use that 
formula on accounts of this kind would 
result in seriously overcharging some 
depositors, such as mail-order con- 
cerns, telephone companies or gas and 
electric companies, who deposit a 
large volume of checks. Accounts of 
this kind, which are few in number, 
should be subjected to full analysis. 

Full analysis is an essential comple- 
ment to simple analysis. The com- 
plete fairness of full analysis has been 
understood by many metropolitan and 
other banks for several years, and it 
was likewise recognized in the program 
of the Country Bank Operations Com- 
mission. The fact that our program 
was developed for city and country 
banks alike is one of the reasons for 


| stressing the supplementary character 


of full analysis. 
Throughout, our committee has 
tried particularly to appeal to banks 


| using any of the wide variety of “‘flat’’ 
_or “measured” charges. Both of these, 
| it is felt are inequitable, either to the 
' customer or to the bank. 


The “‘flat” monthly charge is based 
solely on the depositor’s balance and 
is entirely unrelated to the activity in 
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the depositor’s account. All deposi- 
tors with balances below a specified 
minimum pay the same price for vary- 
ing degrees of service. The depositor 
who draws only four or five checks and 
who may make only one or two de- 
posits a month pays the same price as 
the depositor who draws from 20 to 
30 or more checks per month and who 
may make one or more daily deposits. 

Further, accounts with balances in 
excess of the specified minimum below 
which the flat charge becomes applica- 
ble may be so active that they may 
occasion far greater expense than do 
the smaller accounts. Yet in banks 
where the flat charge is used exclu- 
sively, depositors whose balances are 
above the specified minimum are not 
required to pay for the service they get 
regardless of how excessive that service 
may be in relation to the balances they 
carry. 

The “measured” charge is only in 
rare instances what its name implies. 
Either the basic charge which is made 
when the depositor’s balance falls be- 
low a specified minimum is too low to 
recover the monthly maintenance cost 
and the cost of handling the number of 
free items allowed for the charge; or, 
the earning value of the unit of balance 
for which additional free items are 
allowed is inconsistent with the price 
of such items; or, the term “items” 
may include only the depositor’s checks 
paid, and ignore deposits and deposited 
items; or, the basic charge may be 
excessive even though the depositor is 
allowed a substantial amount of free 
activity, because it may be far in 
excess of his needs. 

Examples of charges under the 
measured plan show a wide variation 
among banks. In one bank, there may 
be no charge for a given amount of 
service, whereas in another the charge 
may be $2 or $3 or even more. In 
some cases the banks would have to 
earn as high as 71% to 10 per cent on 


depositors’ funds to recover their 
costs. In one example, it was higher. 
. 


DIRECTOR 


(CONTINUED FROM PAGE 25) 


“That you, Iry? We were wonder- 
ing if you happened to see an old 
British penny lying around when you 
went to your safe deposit box a week 
ago.” 

For a moment the line went blank, 
and then: “Wh... why, was it of 
any value?” 

“You found it, 
John. 

Mr. Fogg half rose out of his chair 
and hung quivering with open mouth. 

“It belonged to one of our cus- 
tomers,” put in John. ‘And he’s 
anxious to get it back.” 


then!’ burst out 
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A depositor who formerly had a bal- 
ance of $199 could save himself $12 
per year in service charges by keeping 
from $1 to $99 more on deposit in his 
account.. Thus, the depositor could 
earn the fantastic rate of 1,200 per 
cent per annum on $1. 

There is another practice which still 
prevails and which contributes to the 
misunderstanding and criticism of 
bank service charges. It is the use of 
the so-called ‘‘administration” charge 
of one-tenth of 1 per cent of the aver- 
age balance or 25 per cent of the 
activity cost, whichever is greater. 
This has elicited the criticism that the 
more money a depositor keeps on 
deposit, the more he is charged. Some 
depositors, such as the treasurers of 
large national corporations, know how 
to protect themselves against it. They 
merely reduce their balances and pay 
a lesser charge. The result is that the 
banks.making the charge not only lose 
income but also the use of part of the 
funds that might otherwise be avail- 
able for investment. 

The committee is strongly of the 
opinion that there should be a thor- 
ough revision of inequitable schedules. 
It believes that a complete tearing 
down of these old structures is essen- 
tial, and that there should be sub- 
stituted for them formulas devised in 
accordance with sound “plans and 
specifications.” 

A clear understanding by the public 
and by bank directors, officers and 
employees of the fundamental princi- 
ples undérlying service charges is a 
prerequisite to general acceptance of 
any service charge formula, no matter 
how simple it may be. This under- 
standing must be achieved if service 
charges are to gain ready acceptance 
by bank depositors. 

It is the committee’s belief that 
substantial benefits to the public, to 
individual banks and to banking as a 
whole will accrue from the effort re- 
quired to put the new program into 
effect. 


Sd Sd 


CLUTCHBILL 


“Why, my little son, Otto, picked 
up a British penny in the bank lobby — 
supposed it was worthless.” 

“My gosh, Iry, can you bring it 
down?”’ 

“Why ... well, gosh darnit! 
lost it again!’’ 

“Lost it!”’ 


Otto 





Mr. Fogg let out a bleat and fell | 


back in his chair. 

“Lost it? Well, you can probably 
find it, can’t you?” 

“Eh ... John, I guess that penny’s 
lost for fair this time.” 

“You really mean it?’’ 

“T certainly do. It was gobbled 


| 
| 
| 
| 
| 
| 
| 
| 























































Here’s machine-power that 
saves man-power...and cuts 
costs for you! Equip now with 
American DeLuxe Floor 
Maintenance Machines... 
speedy and powerful for steel 


wooling, 


bing, buffing or disc sanding. 
Easy to operate... depend- 
able... for all types of floors. 
Sizes include brush spread of 
13, 15 or 17 inches. Write 
for details. The American 
Floor Surfacing Machine Co., 
537 So. St. Clair Street, 
Toledo 3, Ohio. 

FLOOR MACHINE MANUFACTURERS 

SINCE 1903 
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Have you ever seen a sample of our 
Personalized Checks? If you haven't, 
there’s one waiting for you, for the 
asking. 


You will find it to be a very compact 
and attractive unit that provides 
your customers with those things 
they would like to ‘have in their 
personal check book, in addition to 
the “prestige” element of personal- 
ized checks. 


Y &S Personalized Checks are quo- 
ted postpaid to your customers, so 
there won't be any question as to 
who will pay the postage. Initial or- 
ders of 200 checks with wallet are 
$1.50 ‘postpaid’ and repeat orders 
of 200 checks without the wallet 
are $1.20 ‘postpaid’. 


Stub calculations have been simpli- 
fied. Special type faces to produce 
a distinctive check, and rag content 
safety paper of a most attractive de- 
sign are used to encourage the con- 
tinued use of Personalized Checks. 


If our sample meets with your ap- 
proval, we will be glad to provide 
counter displays and advertising 
pamphlets without cost to you. 
You will find these very effective 
in promoting the sale of Personal- 
ized Checks in your bank. 


YOUNG & SELDEN 
COMPANY 


BALTIMORE, NEWARK, 
PHILADELPHIA, 
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down by a bird.” 

“What! !” 

“Absolutely! We’ve been camping 
during the week on Pine Island over 
on the lake. A bird on the island 
got it.” 

“Bird? What kind of a bird?” 


“It was a... well, we don’t know — 
it wasa big...” 
“Say, Iry,” broke in John, “I guess 


you'll have to come down here. We'll 
have to get the exact details.” 

During the wait Mr. Fogg sat with 
an alarmed eye, slowly shaking his 
head. ‘“‘We’ll never get it, now. It’ll 
give the bird luck.” 

“TI dunno,” put in Director Clutch- 
bill, “it didn’t give Iry Bagley’s son 
any luck, he lost it again.” 

“That’s just it. He didn’t take 
proper care of it. Luck goes with the 
penny. You’ve got to keep hold of it.” 

“And this big bird,’ added John, 
“it isn’t going to have any luck with a 
British penny stuck in its crop.” 

“You'll see it will,” snapped Mr. 
Fogg. “You won’t be able to find 
that bird or catch him if you do.” 

““Anyhow, we'll soon know whether 
it was a hen or some barnyard fowl,” 
comforted Mr. Clutchbill. 

It was scarcely twenty minutes be- 
fore Iry Bagley pushed through the 
street door. He was ushered at once 
into the front office. 
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BUT POWERFUL 





SEAL PRESS & SEALS 


Improved design enabling user, with one hand, 
to attach cord and pull until seal pin is forced 
through the thick folds of the canvas coin bag. 
Half the weight of any other Seal Press but 
greater leverage. Weighs only 17 ozs. ‘’Steel 
Strong” Lead Seals used with Press are of pure 
lead, non-porous, won't crack or break. Cord 
in seal has tensile strength of 130 Ibs. 


The G. L. DOWNEY Company 


HANNIBAL, MISSOURI 
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“There, now . . . let’s see if we can 
get somewhere,” began Mr. Clutch- 
bill. ‘“‘What were the circumstances of 
this bird’s getting the penny, and 
what kind of a bird was it?” 


“WY HY, we were fooling around the 

beach,” explained Iry, “‘and Otto 
was for going in swimming. He put his 
clothes on the top of a little clay bank 
and laid the penny right beside his 
pants on the clay . . . just like a little 
shelf, it was. It’s a place where the 
gulls nest and there was hundreds of 
them in the air and some young ones 
on the ground. They was walking 
around everywhere. When Otto quit 
his swimming he went to his clothes 
and the penny had vanished. I remem-: 
ber seeing a strange bird, different 
from the gulls, right beside his clothes 
once.” 

“‘“How was he strange?” instantly 
inquired Mr. Clutchbill. “It might 
have been a guinea hen.” 

“Oh, no, Mr. Clutchbill, it wasn’t a 
hen. No one lives on the island. And 
it couldn’t have been a gull. All the 
gulls had white heads and yellow beaks. 
This bird had a black head and black 
beak.” 

‘““Hm’f, that’s queer. 
kind of a critter it was.” 

Mr. Clutchbill went to a bookcase 
and took down a thick, worn, leather- 
covered volume that had been his 
guide for forty years. The flyleaf set 
forth the fact it was a “History of 
Vermont, Natural, Civil and Statisti- 
cal, In Three Parts, by Zadock 
Thompson. Published by Chauncey 
Goodrich 1842.” 

“You can depend upon it,”’ declared 
the old director mounting his spectacles, 
“that bird, wild or tame, will be in 
this book. I’m going to turn to gulls 
first. Hm-m, here they are: “The 
Herring Gull —common on Lake Cham- 
plain where they breed on small 
islands. Summer plumage, head and 
neck pure white, bill ochre yellow’. 3 

““*Twan’t like that,” put in Iry 
holding his head on one side. 

‘‘Hm-m, well, let’s try this: “The 
Bonapartian Gull, very rare, but occa- 
sionally nests on Pine Island on Lake 
Champlain. Head, bluish black, bill 
shiny black...’ ” 

“That’s the bird! That’s him!” 
burst out Iry. “I seen him plain. I 
remember his black beak.” 

“Well, gentlemen, it looks as though 
we'll have to visit that island if we 
ever see the penny again. It’s a slim 
chance. Small we attempt it, Mr. 
Fogg?” 

**Ab-so-lute-ly! ! That penny may 
be lying right there somewhere. I 
ain’t satisfied a bird got it.” 

“Long’s I’m sort of mixed up in 
this, I’ll take anyone over that wants 
to go,” offered Iry Bagley. 

*‘Right tomorrow morning,” flashed 
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Mr. Fogg. “I'll be waiting here on 
the bank steps at 7 o’clock.” 

The next morning saw Mr. Fogg, 
Iry Bagley, Director Clutchbill and a 
10-gauge duck gun arriving, after a 
sixty-mile ride, at a boat livery on the 
shore of the lake. . Mr. Fogg insisted 
at once on a fast speedboat water taxi 
for the seven-mile run out to Pine 
Island. The singular aspect of the 
island began revealing itself when the 
boat was still two miles off its shores. 
Although deep summer, the air over 
the island appeared filled with large 
snowflakes. It was an ancient nesting 
ground for sea gulls, and the great 
white birds had already taken to the 
air upon detecting the approaching 
party. It became a spectacular sight 
when the men landed and the gulls 
began swooping down with the star- 
tling hum of night hawks in an en- 
deavor to drive the invaders from 
their nesting grounds. After a short 
walk. along the beach Iry Bagley 
pointed to the exact spot Mr. Fogg’s 
penny had last been seen. A careful 
search covering the entire face of the 
cut clay bank and its top resulted in 
complete failure. 


“WED better look next for the black- 

headed gull,’”’ suggested Mr. 
Clutchbill sitting down and thankfully 
resting the 10-gauge duck gun across his 
knees. ‘“‘I can understand now how a 
gull might pick up the penny. Look 
at those little pieces of shiny fish that 
the old birds bring to the clay bank 
for their young.” 

“‘He’d of spit it out, I should have 
thought,” said Iry, “when he dis- 
covered he’d got a piece of metal.” 

“Probably swallowed it at once,” 
uttered Mr. Fogg mournfully. 

“It’s going to be some job to pick 
out a small black-headed gull amongst 
those hundreds of white ones up there,” 
breathed Mr. Clutchbill staring at the 
swarming army above him. ‘We 
might go over and hide under that 
tree and watch a spell, though.” 

The tree, an old oak, rose from 
elbow-high grass on an outthrust of 
the shore on the edge of a clay bank, 
and proved a perfect spot for conceal- 
ment. Moreover, it looked down on a 
cove thickly covered with floating 
gulls. 

It couldn’t have been more than a 
full minute when Mr. Fogg, who was 
peering down on the cove, let out a 
quick gasp of discovery. 

“Look ... look!”’ he hissed. ““There’s 
one with a black head!” 

“My gosh, Mr. Fogg!’ breathed 
Director Clutchbill slowly raising the 
10-gauge duck gun to his shoulder. 

“Wait!” panted Mr. Fogg excitedly, 
“IT want to knock him over, if he got 
my penny.” 

“All right, Mr. Fogg.’ Mr. Clutch- 
bill handed the gun into Mr. Fogg’s 
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hands. “It’s an awful long shot. 
Take care you center him.” 

With great care Mr. Fogg lined the 
big duck gun. His two companions 
held their breath, swallowed dryly 
and held again while Mr. Fogg sighted, 
lost control and sighted all over. 

Suddenly the heavy duck charge 
exploded with a mighty boom. It 
nearly flattened Mr. Fogg; a groove in 
the grass told where he’d skidded two 
feet backward. 

In an instant everyone was leaning 
over the bank with staring eyes. The 
cove fairly boiled with frightened and 
surprised gulls wrenching themselves 
loose from the water in fans of flying 
spray. 

“There isn’t any dead gull there,” 
announced Mr. Clutchbill from a face 
frozen with intense examination. 

*“You missed him,” said Iry Bagley. 

*“Missed . . I missed him?’ wailed 
Mr. Fogg. “That’s it! I might have 
known it. He’s got the penny. It’s 
protecting him.” 

‘*‘There he goes!’ suddenly shouted 
Iry. 

“Where? . . . where?” yelled Mr. 
Clutchbill, ““Yeah... yeah, I see him. 
Give me that gun!” 

With a sudden grab he snatched it 
out of Mr. Fogg’s bewildered hands, 
and leaned forward with the old gun 
muzzle following a wildly flapping bird 
with a black head. 

There came a sudden blast. 

*“You got him!”’ howled Iry, throwing 
his legs over the bank and riding 
rapidly to the beach on his pants. 

An instant later Mr. Fogg and Mr. 
Clutchbill reached the beach them- 
selves and hastened to the spot where 
Iry was reaching for a lifeless gull 
floating in. 

“If there’s any penny in this gull 
my name’s Rebecca McGinty,” an- 
nounced Iry a moment later when he 
had the bird in his hands and was 
feeling it over. 

“You can’t tell that way. Let’s 
open him,” advised Mr. Clutchbill. 

“Mark what I tell you,” stated Mr. 
Fogg, “‘if that gull ever had the penny 
in him, he ain’t got it now. It would 
have protected him.” 

‘It did protect him when you shot,” 
replied Mr. Clutchbill working rapidly 
on the gull. “But you saw me get 
him. Maybe the penny was getting 
set to come to me. Here! Look at 
this! You ever seen this before?”’ 

“Wha...why!”’ Mr. Fogg snatched 
an object out of Mr. Clutchbill’s hand 
and stood half bent with staring eyes. 

“Is that your penny, or isn’t it,” 
asked Mr. Clutchbill after a long wait. 

Mr. Fogg made a strange noise in 
his throat. He finally nodded. 

“Gentlemen,” said Mr. Clutchbill, 
*“‘there’s no magnet as powerful as the 
old Ferndale National for attracting 
money.” 
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HOW 10 ELIMINATE 
CROWDED LOBBIES 


Speed Up Your Check Cashing 
with New Proved System 


Crowded lobbies cost you money! 


But there’s a way to do away with them. 
It’s the new Fas-Cash System—developed 
by a banker to enable one teller to do 


the work of two. 


It’s a proved method of speeding 
customer service during check-cashing 
peaks and other heavy periods. 


Doubles Check-Cashing Capacity 


What the Fas-Cash System has done for 
other banks, it can do for yours. You can 
cash checks in as little as-five seconds... 
cash up to 400 an hour. 


Waiting lines will move more than 
twice as fast. Customers will appreciate 
your fast, efficient service. 


FREE! 


“FOUND: A New 
Way to Cash Checks 
Twice as Fast.” 
Illustrated folder ex- 
plains how and why 
the Fas-Cash System 
will save you money. 
Send coupon below. 














FAS-CASH SYSTEM, INCORPORATED 

1356 National Bank Bldg.—Dept. BU-9 

Detroit 26, Michigan 

Yes ... we want to improve customer service. 


Rush details about the Fas-Cash System, together 
with free illustrated folder. 


Name 





Bank 





Address 





City. State 





63 
FORM 4070 

















Consider our record in the St. Louis area: 


Our pre-war contracts included: 


At one time or another we’ve worked 
with fifty-three of the sixty-two banks 
in the St. Louis area. We're proud of the 
recognition we've won here in our own 
back yard. For we realize that friends 
and neighbors. are a man’s...or a com- 
pany’s...most severe critics. The confi- 
dence in our ability, that they have shown, 
has spurred us on to unchallenged lead- 
ership in the bank-building field today! 
To date, we’ve completed a contract every 
ten days for more than thirty-five years. 


Since V-E day alone—261 banks selected us to design their new quarters! — 





Our post-war 
contracts include: 


Since the end of the 
war, eight banks in 
greater St. Louis have 
undertaken new 
quarters projects. 
These are now in 
various stages of 
completion. All of 
them selected our 
organization to 
execute the work! 





ta prophet is without honor 
In his own community!” 


Our record is ample proof that this axiom is not always true. Look 
to the left! Read the story of this firm’s acceptance in its own 
community, where frequently “a prophet is without honor”. Our 
record, in our home vicinity alone, includes completed projects for 
fifty-three of the sixty-two local banks! During the past thirty-five 
years, several of them have called on us as many as four times to 
rejuvenate their banking quarters. These banks, right here in our 
own home town, have had many opportunities to study us at close- 
hand, evaluate our operation. Apparently we measure up to our 


claims, since, as expansion programs require new or modernized 
quarters, we are called back again and again! 


. America’s most experienced 


bank designers 


ey 


WEST COAST OFFICE: 
1085 MONADNOCK BLDG. 
SAN FRANCISCO 5, CAL. 


Equipment Corporcition 
OF AMERICA 
NINTH & SIDNEY STS. . ST. Baus 2. wo., U. 5... 


DESIGN INCORPORATED affiliate 


organization 


which designs, builds, modernizes and equips America’s hotels 
















It’s good to meet 
an old and 
trusted friend . 


YOUR CUSTOMERS KNOW 
AND TRUST... 


The best known name in paper 


When your customer sees the Hammermill Safety matter of choosing paper, sound judgment guides 
surface design on his checks, it is like meeting an your bank management. That is, we believe, good 
old friend whom he trusts and respects. He uses _ public relations. 

Hammermill papers in his own business. The name 
itself means to him tried and proved reliability. 


A note on your bank letterhead will bring 
samples of this fine paper. Just address 

Checks on Hammermill Safety are a continu- Hammermill Paper Company, 1503 East 
ing, unobtrusive reminder that even in the Lake Road, Erie, Pennsylvania. 


























